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You Can't Stop 


a Tank... 
with a sling shot 


... but with General American Life 
Multiple Line coverage you can collect 
for yourself extra commission dollars 
that normally go to competitors. 


e Participating 

e Non-Participating 

e Salary Savings 

e Juvenile 

e Annuities 

e Sub-Standard 

e Group Life 

e Wholesale Insurance 


e Commercial Accident and Health and 
Hospitalization 


e Group Accident and Sickness 
e Group Accidental Death and Dismemberment 


e Employee and Dependents Group Hospitali- 
zation with Surgical Procedure Benefits 


GENERAL AMERICAN LIFE 
INSURANCE COMPANY 


Walter W. Head, President . ee Saint Louis, Missouri 
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Safety for 


FIDELITY 


SAFETY 


SAFETY 


SAFETY 


FIDELITY 


Tomorrow 


has been selling that safety to 
the public for the past sixty-five 
years. It is selling it today at a 
time when thoughts of a post- 
war future are dominant in the 
minds of American men and 
women. 


for the tomorrow of the policy- 
holder is offered through a sys- 
tem of plans and programs built 
to fit the individual prospect so 
as to provide against those haz- 
ards of life—or any combination 
of them—which are humanly 
avoidable. 


for the agent is offered through a 
fair contract, a retirement plan, 
skilled, sympathetic training and 
the provision of modern, efficient 
selling devices which include a 
direct-lead plan used success- 
fully for 27 years—all this under 
a warm, co-operative leadership 
which never loses the personal 
touch. 


for the tomorrow of both policy- 
holder and agent is guarded by 
sound investment, economical 
management, and watchful su- 
pervision. 


is a friendly company. 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 


PHILADELPHIA 


E. A. Roberts, President 
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Management More 
Important Than 
Contract 


Worthington Says Agents’ 
Compensation Plans Are 
Only Partial Solution 


DETROIT —The new plans _ for 
agents’ compensation that have been 
adopted by some companies and are 


being discussed by others are a step in 
the right direction but are by no means 
a substitute for efficient management, 
W. P. Worthington, vice-president and 
superintendent of agencies of Home 
Life of New York, declared before the 


Associated Life General Agents & 
Managers of Detroit. 
Agents’ earnings are more the re- 


sult of efficient management than of 
contractual arrangements. “Show me a 


man who is reasonably good at working. 


and has efficient management behind 
him, and I’ll show you a man making 
money regardless of the terms of his 
contract,’ Mr. Worthington _ stated. 
“The need for the stabilization of agents’ 
earnings—and there very definitely is a 
need for stabilization—I believe will be 
done better by management than by 
contract. Selection, training and direc- 
tion of effort are still the three major 
problems of management. 


Salary Not Full Solution 


“We once thought that a good salary 
plan for agents would solve our re- 
cruiting problems once and for all. We 
at the Home have had what we consider 
a good salary plan for eight or nine 
years now and we have learned that 
it definitely does not solve the prob- 
lems of recruiting and selection. 

“We have found this, however: if you 
are going to pay a salary to agents it 
is necessary to find better qualified men 
than under the contractual system, 
otherwise the only thing the salary plan 
will do will be to increase your costs 
of operation. 

“We talk a great deal about raising 
the standards in our business but as 
long as the present situation prevails, 
when a man who fails with you can 
join another agency the next day, there 
will be little actually done about raising 
the standards. We in the management 
end of the business should correct this 
situation as the first step towards higher 
standards. 


Must Have High Rating 


“We at the Home insist on a pros- 
pective agent passing the aptitude test 
with an A or B plus rating before we 
will put him on the salary plan. Per- 
haps this is one reason why we have a 
comparatively large production per man 
in our field force. 

“The first thing to do is to set up a 
very definite plan of operation, then see 
what type of recruits succeed best un- 
der your plan, and recruit only that 
type of men. Men cannot be driven to 
succeed; they have to be led. Con- 
tests and anniversary drives do not 
bring men into the business. Recruits 
come in if you are able to convince them 
that they can do more both for their 
friends and for themselves than in other 
lines of business. 

“One of the real problems of manage- 
ment is to make sure that your men do 
not get ‘fed up’ with their work. If it 
begins to look like a treadmill to them 
they will never be really successful. It 


Program Given for 
Actuaries’ Meeting 
in Chicago, June 2-3 


The program for the annual meeting 
of American Institute of Actuaries at the 
Edgewater Beach Hotel, Chicago, June 
2-3, has just been released by the pro- 
gram committee chairman, R. E. Moyer, 
vice-president Northwestern National. 
In addition to several technical papers 
that are to be presented by members, 
as well as discussions of such papers 
presented at the last meeting, the pro- 
gram will include informal discussions of 
the following subjects: 

Problems arising in connection with 
restoration of benefits terminated as a 
result of military service; trend of mor- 
tality experience, with particular refer- 
ence to the effects of war; current 
changes in non-medical practices; per- 
manent forms of group insurance. 


Group Insurance Problems 


Also ‘post-war group insurance prob- 
lems; recent developments in fields of 
hospital, surgical, and medical expense 
coverage on a group basis; valuation of 
various forms of benefits under modern 
conditions; problems affecting dividend 
distribution, with particular reference to 
low interest rates and the decreasing 
dividends that result therefrom; social 
insurance developments in the United 
States and Canada, and possible changes 
in policy loan interest rates. 

In addition, there will be an off the 
record discussion of the new commis- 
sioners’ standard valuation and nonfor- 
feiture legislation, with particular refer- 
ence to the progress made with this 
legislation and the problems that the 
companies will face in giving effect to 
it. 


March Ordinary 
Sales Up 17% 


The Sales Research Bureau reports 
that ordinary sales in March totaled 
$753,498,000 which was an improvement 
of 17% over March of 1943. For the 
first quarter the sales totaled $2,071,- 
268,000, an increase of 25% for the 
parallel period of last year. 

For the year to date Boston is 33% 
ahead of the same period last year, Chi- 
cago 15%, Cleveland 4, Detroit 13, Los 
Angeles 40, New York 41, Philadelphia 
7 and St. Louis 11. 


Research Bureau 
Gatherings May 9-10 


The Sales Research Bureau is hold- 
ing meetings for two special company 
groups at the Commodore hotel, New 
York, May 9-10. One meeting will be 
for companies having $150 million of 
insurance in force or more and the 
chairman will be Vincent B. Coffin, vice- 
president of Connecticut Mutual Life. 

The other meeting will be for compa- 
nies writing both weekly premium and 
ordinary insurance and the chairman of 
the planning committee for that gather- 
ing is E. B. Stevenson, vice-president of 
National Life & Accident. The actual 
plans for the meeting, however, are 
more directly under Olen E. Anderson 
of John Hancock Mutual. 











is up to us to make their work enjoy- 
able as well as profitable to them. 
After all, success is an accumulation of 
small things. If a man continues to do 
the right things day after day success 
will become a habit. Likewise, if he 
does the wrong things, failure will be- 
come a habit,’ Mr. Worthington ob- 
served. 


Back A. C. Duckett 
for N.A.L. U. Trustee: 
Roberts to Retire 


LOS ANGELES—The candidacy of 
Alfred C. Duckett, Northwestern Mutual 
Life, Los Angeles, 
for trustee of the 
National Associa- 
tion of Life Under- 
writers is to be an- 
nounced shortly. 

Mr. Duckett has 
been an agent for 
almost 25 years. He 
is past president of 
the Los Angeles 
association, a past 
president of Los 
Angeles C. L. U 
chapter, and is now 
regional vice presi- 
dent of the Amer- 
ican Society of Chartered Life Under- 
writers. Because of his vital interest in 
the field man’s problems, it is felt by 
those who are sponsoring him that his 
qualifications are unexcelled. 

Mr. Duckett is a graduate of the Uni- 
versity of Michigan. He has three chil- 
dren, his eldest son being in the navy 
in the V-5 program. 

Mr. Duckett has decided to allow his 
name to be presented for trustee because 
Roy Ray Roberts, State Mutual Life, 
present national trustee who represents 
the California bodies, will not run for 
reelection. 


L. A. A. Roanoke 
Plans Complete 


Speakers are announced for the south- 
ern round table of the Life Advertisers 
Association at Roanoke, Virginia, May 
18-19. 

J. Frank Rushton, Jr., president Birm- 
ingham Chamber of Commerce and vice- 
president National Association of Ice 
Industries, will speak on “The Recon- 
version of America for Peace”. 

Paul C. Buford, president of Shenan- 
doah Life, will speak on “Life Insur- 
ance Faces Peace’; Lewis W. S. Chap- 
man, Sales Research Bureau, will talk 
on “Recruiting After Peace”; Wilfred 
E. Jones, executive secretary of Na- 
tional Association of Life Underwriters, 
“A Piece of that Peace-time Dollar”. 

Subject to permission from the War 
Department, L. W. Nederkorn will de- 
scribe visual training procedures at the 
ordnance unit training center, Missis- 
sippi ordnance plant. 

Rex Magee, Volunteer State Life, will 
conduct a symposium on ‘“Peace’able 
Policy Relations”; W. B. Richardson, 
Virginia state agent for National Life of 
Vermont, will talk on “From Both Sides 
of the Fence”; Forrest R. Brauer, Home 
Beneficial Life, will act as Chairman 
for a session “How The Winners Did 
It”, which will comprise a study of the 
prize-winning exhibits from the last 
L. A: A. annual meeting. Z. Starr 
Armstrong, Republic National, will act 
as discusion leader for companies in 
exhibit groups I and II. Powell Stamper, 
National Life & Accident, will act as 
discussion leader for companies in ex- 
hibit groups III and IV. 

James R. Adams, Liberty National 
Life, is chairman; F. R. Brauer, Home 
Beneficial, vice-chairman and David J. 
Martino, Pan-American, secretary. 
Henry Thomas, vice-president of Shen- 
andoah Life, is chairman of local ar- 
rangements. 





Duckett 


A. C. 





N. Y. Anniversary Dinner 

The twenty-fifth anniversary of the 
New York State Life Underwriters As- 
sociation will be celebrated at a dinner 
May 25 at Rochester. Speakers will in- 


Leaders af Seminar 
Consider Post-War 
Trends and Future 


New York C.L.U. Chapter’s 
Annual Event Draws 
Large Attendance 


NEW YOR K—Post-war political, 
business, economic and educational prob- 
lems were analyzed by four leaders in 
their respective fields at the fourth an- 
nual seminar sponsored by the New 
York C.L.U. chapter. The speakers were 
Dana G. Munro, director school of pub- 
lic and international affairs at Princeton 
University; Walter D. Fuller, president 
Curtis Publishing Company; Beardsley 
Ruml, chairman Federal Reserve Bank, 
New York, and treasurer R. H. Macy & 
Co., and W. H. Cowley, president Ham- 
ilton College. 

National income must be maintained 
at a $135 to $140 billion dollar level if 
mass unemployment is to be avoided af- 
ter the war, Mr. Ruml and Mr. Fuller 
declared. Four problems affecting fiscal 
policy need to be answered before de- 
tailed thought can be given to the prob- 
lems ahead, Mr. Rum! said. These con- 
cern post war taxes, national debt, pub- 
lic works, and social security. 


Should Neutralize Fiscal Effects 


Whatever the program of social secur- 
ity benefits, it should be neutralized in- 
sofar as the fiscal effects are concerned. 
It is folly to continue to build reserves 
at times of mass unemployment and so- 
cial security should not be allowed to 
create the unemployment it is intended 
to relieve, 

We cannot know today much about 
the problem of national debt. It should 
be studied with a cold intellectual de- 
tachment and it should not be thought 
of in terms of cliches rather than ideas. 
Every child born will have a $25,000 
debt hanging over its head. Principal 
and interest should be met as they be- 
come due and in planning to reduce the 
debt, measures should be taken with the 
prior requirements of maintaining high 
production and high employment. 

High corporate tax schedules are paid 
for by the people, who pay higher prices 
for what they buy and receive lower 
wages. Tax rates should be reduced to 
balance the budget at high employment. 

Public works should be planned to 
help stabilize the construction industry 
and no attempt should be made to use 
them to level the peaks and valleys of 
the entire business cycle. 

To realize postwar production and 
employment possibilities, first of all “we 
must settle our methods and broad polli- 
cies of war contract settlement, war 
plant disposal, and liquidation of sur- 
plus materials along the lines of the 
Baruch-Hancock report,” he asserted. 

(CONTINUED ON PAGE 6) 








clude the first president, F. A. G. Mer- 
rill, general agent emeritus of State 
Mutual at Buffalo; Vice-president Julian 
S. Myrick of Mutual Life; G. A. Ked- 
erich, retired manager of New York 
Life at Brooklyn; and V. B. Coffin, vice- 
president Connecticut Mutual. Sidney 
Wertimer, manager Prudential, Buffalo, 
will be toastmaster. 

During the day the Rochester Life 
Underwriters Association is holding a 
sales congress. On the following day 
the state association will hold its annual 
meeting at Hotel Seneca. 
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Bridges Featured at 
Cincinnati Sales Congress 


CINCINNATI—“Protection of life 
insurance’ was described as one of 
America’s most pressing needs today by 


Senator H. Styles Bridges, New Hamp- 
shire, in his address ‘ ‘Life Insurance— 
Pillar of Free Enterprise” at the lunch- 
eon meeting during the tri-state sales 
congress of the Cincinnati Life Under- 
writers’ Association. More than 400 
heard Senator Bridges declare that “life 
insurance must not be taxed out ot ex- 
istence.” 

Action to protect life insurance is 
needed, he said, before many policyhold- 
ers subjected to all kinds of heavy taxa- 
tion and rising costs of living are forced 
to cancel their policies. Senator Bridges 
has introduced the bill providing for an 
income tax deduction of 10% or $1,000, 
whichever is the lesser, paid for premi- 
ums annually on insurance in force. Dec. 
8, 1941. While the bill would not ‘“com- 
pletely safeguard the future of the insti- 
tution of life insurance in America,” he 


added, ‘ ‘it will, I believe, go far toward 
that end.” 
“Some opposition may well be ex- 


pected from administration leaders,” he 
predicted, “who for 11 years have been 
bent on taxing everything in sight. The 
tax problem is being brought home toa 
large cross-section of the nation today, 
for our federal taxes have risen in the 
last 11 years from $2 billion to about $44 
billion.” 

Bridges said the bulk of the middle 
class have had no increase in income 
during the war but have had increased 
living costs and taxes that have made it 
very difficult for them to continue to 
pay premiums. 

“Every dollar squandered or tossed 
away at home or over seas must be paid 
for by the sweat and sacrifice of the 
American people and the American eco- 
nomic system cannot stand a world-wide 
WPA burden such as we are apparently 
endeavoring to assume,” he added. 


Cites Moral Responsibility 


Bridges commented on the moral re- 
sponsibility of insurance executives to 
protect the interests of policyholders. He 
stated when he was supporting the old 
$40,000 life insurance exemption from 
estate tax, no insurance executive asked 
him to do it nor did any thank him for 
it. He added, however, that more and 
more life insurance executives are fol- 
lowing through on this problem and see- 
ing the proper people in Washington. 

Judd C. Benson, manager of Union 
Central, was toastmaster. Others at the 
head table included William B. Hardy, 
New England Mutual, president Cincin- 
nati association; W. Howard Cox, presi- 
dent Union Central; T. W. Appleby, 


president Ohio National, and J. F. 
Ruehlmann, vice-president Western & 
Southern. 


A. P. Barringer, Prudential, was gen- 
eral chairman of the sales congress, and 
W. H. Blohm, general agent Provident 
Mutual, was in charge of the program. 

More than 50 cashiers and secretaries 
attended the luncheon session as a group 
in place of the April meeting of the 
Cashiers & Secretaries Association. 


Holderman Kick-Off Man 


Fred G. Holderman, agency manager 
of Equitable Society at Washington, was 
“kick-off” speaker, his subject being 
“This Is It.’ According to Mr. Hol- 
derman good health and good habits, 
knowledge of the business, mental atti- 
tude, salesmanship and work are the in- 
surance success factors. 

“Don’t get so smart you forget to sell” 
and “keep your story simple,” he ad- 
vised. In stressing simplicity he said he 
discusses many of his presentations with 
his 12-year-old daughter. He urged 
agents to concentrate on their business 
remembering that their job is not to 
plan the invasion but to sell life insur- 
ance to people who need it. 

Edward R. Reiley, general agent Penn 
Mutual at Cleveland, in his discussion of 


“Philosophy for Selling Effectively,” 
offered the “pursuit of happiness” as a 
fundamental desire and “the strongest 
motivating force within humanity.” In 
the complex situation of today, he said, 
life insurance is the great economic 
stabilizer of the home and renders a 
most essential service because while eco- 
nomic stability does not guarantee hap- 
piness, the absence of it usually destroys 
happiness. 


Resistance to Change 


Mr. Reiley said the average man op- 
erates on a practical budget and has a 
resistance to any change of his plans 
even though he may be unconscious of 
it. Agents should understand this re- 
sistance and tune in with the prospect’s 
own plan, showing him the advantage of 
altering his budget in such a way that 
the prospect will want to do it. Make 
such a vivid comparison of the advan- 
tage of altering the prospect’s budget 
that the buyer will want to make the 
change and put certain additional 
amounts of his income into life insur- 
ance payments, he recommended. 

“Remember,” he said, “that the buyer 
did not ask you to come in but that he 


does need your pene because so few ac- 
tually make a real appraisal of their 
family’s financial situation. 

Woolf Guon, Metropolitan manager at 
Chicago, opened the afternoon session 
speaking on “Industrial Workers— 
Growing Field of Prospects.” Mr. Guon 
commented on the large and fertile field 
of wage earners who now have higher 
incomes and are becoming much more 
important buyers. Many of them, he 
said, now really hope to build a sizable 
insurance estate. While the debit man 
has the advantage with these people be- 
cause he has known them so well for a 
long time, he added, they are now be- 
coming income conscious and ordinary 
agents should seek these industrial 
workers. 

E. B. Thurman, Chicago general 
agent New England Mutual, created 
widespread amusement and interest, as 
the final speaker in which he compared 
the operation of an oxy-acetylene weld- 
ing torch and the welder’s job to the 
tools and job of the agent. 


He reminded his audience that per- 
suasion always takes place in the field 
of emotion, stating that without emo- 
tion, there is little to a human being. 
Life insurance selling, he concluded, is 
the act of making a man realize his 
need, showing him how to meet it, con- 
vincing him that he can meet it and per- 
suading him that he should do it imme- 
diately. 


High Taxes Put Emphasis 
On Business Coverage 


Wright Answers Those 
Who Blame Home 
Offices for Ills 


DETROIT — Many prospects with 
larger incomes are definitely out of the 
insurance market today because of high 
taxation in the higher brackets, Harry 
T. Wright, Chicago million- dollar pro- 
ducer of Equitable Society and past 
president N.A.L.U., told the Detroit As- 
sociation of Life Underwriters. As a 
result a great many producers are find- 
ing it necessary to sell insurance that 
will be paid out of corporate funds, 
which means selling more business in- 
surance, salary savings, stock retirement, 
pension trusts, group, partnership and 
key man insurance. “This type of in- 
surance is easier to sell today than it 
has been since 1929. By all means in- 
vestigate this field if you are not in it 
now,” Mr. Wright urged. 


Resents Criticism 


“Throughout the country most gen- 
eral agents and managers are doing a 
great job under very trying conditions,” 
Mr. Wright observed. “They have lost 
a lot of men and the office help situation 
is bad and certainly they deserve the 
fullest cooperation of us personal pro- 
ducers. Some time ago, however, in a 
meeting I listened to a report of a gen- 
eral agent who is not in the class I am 
speaking of. He has a very small agency 
and about half of his business is se- 
cured from brokerage business and 
couldn’t under any circumstances be 
classed as a good representative of the 
life insurance business. Yet in the re- 
port that he read he was most critical of 
his and other home offices and placed 
practically all of the blame for his lack 
of production on what he termed as 
‘poor leadership’ in the home office. This 
struck me as very unfair, particularly 
coming from this individual. In other 
words, I do not believe that a good 
home office would want its general agent 
or manager to put on a lot of part-tim- 
ers and if a home office insisted upon 
that sort of an organization, the general 
agent or manager, if he is any good, 
wouldn’t want to work for that kind of 
a company anyway.” 

“While I believe, as a personal pro- 
ducer, that there should be constructive 
leadership from the home office (and I 


think in the great majority of cases there 
is) I do not believe that any general 
agent or manager has the right to blame 
his home office for being surrounded by 
a lot of unfit marginal producers ake 
certainly are not doing the life insurance 
business any good. The blame rests 
with him. That responsibility is his and 
that i is what he is being paid for. 

“A great many marginal producers 
have been eliminated from the life insur- 
ance business in the last few years. A 
substantial number of them only be- 
cause they could make more money, 
have gone into other jobs. It is the very 
definite wish and hope of the field forces 
that most careful selection will be exer- 
cised by the companies in the induction 
of men into the ranks of the life insur- 
ance sales force.” 


Should Advance Goals 


Many producers are satisfied if they 
are doing as well as they did last year. 

“That's not enough. . Don’t just coast 
along; set yourself a goal above last year 
and go after it. Records of your inter- 
views will help you to keep up a fast 
pace every day. I make it my business 
to get at least 250 interviews per year, 
which yield me upwards of 100 cases 
each year,” Mr. Wright said. 

“If you have not been keeping rec- 
ords of your interviews, try it for a while 
and note the improvement. You will be 
surprised at how few interviews you 
have been getting.” By keeping records 
an agent can increase his business 
25% with no extra effort. 


Check Prospects by Telephone 


“Those of us who have been in the 
business a good many years have a back- 
log of plenty of prospects, and can start 
many cases over the telephone with a 
consequent saving of time and effort. If 
you have only two or three cases in the 
mill at the present time and few pros- 
pects, take time off to prospect. It will 
be worthwhile. Remember that today 
nearly everyone is a good prospect. One 
interview will tell you whether he is a 
good prospect or not; if he is not, drop 
him. There are plenty other good ones. 

“Tf you are servicing your clients well, 
you should get more prospects than you 
can see. There is nothing more dis- 
couraging than to thumb through a file 
of prospects who have told you to see 
them in six months. One of the surest 
ways to work yourself out of the busi- 





Fete Trish. » 
10 Year Mark 


PORTLAND, ME.—A testimonial din- 
ner, celebrating R. E. Irish’s tenth an- 
niversary with the company, climaxed 





R. E. IRISH 


the annual managers meeting of Union 
Mutual Life at the home office the first 
three days of this week. 

During the 10 years that Mr. Irish 
has been with Union Mutual, the last 
five of which he has served as president, 
the company has nearly doubled its in- 
surance in force, having $111 million on 
the books today. During Irish month, 
which ended April 20, 
produced $4,105,202 in paid for business, 
the quota was $3,500,000. 

There were 150 at the dinner. 

J. M. Holcombe, Jr., Sales Research 
Bureau, was toastmaster. Mr. Irish was 
presented with a set of pipes from the 
directors and home office personnel, a 
wrist watch from the field force and a 
testimonial scroll signed by the nearly 
800 Union Mutual force in office and 
field. Guests included Guy R. Whitten, 
deputy insurance commissioner of 
Maine, and Horace A. Hildreth, Repub- 
=. candidate for governor of Maine. 

, described by, Mr. Holcombe as 
an Ache president, is one of the most 
widely known and highly esteemed life 
insurance executives of the country. 





Va. Sales Congress May 20 
RICHMOND—The Virginia Associa- 
tion of Life Underwriters will hold its 
annual convention at the Patrick Henry 
Hotel, Roanoke, May 20, and a sales 
congress will be staged at the same time. 
Speakers will be: David A. Taylor, man- 
ager at Roanoke for Shenandoah Life, 
“The Progress of a Sale’; W. W. White, 
secretary People’s Life, Washington, 
“The Naked Truth”; A. L. Dern, vice- 
president Lincoln National Life, “Life 
Insurance in a Torn World”; Judd c: 
Benson, Union Central, Cincinnati, N. A. 
L. U. trustee. L. C. Carlton, Life of 
Virginia, will present a synopsis of laws 
affecting insurance which were passed 
at the 1944 session of the legislature. 








ness is to waste time calling on these 
procrastinators. I urge you to have the 
courage to throw the cards of the pro- 
fessional procrastinators out of your 


e. 
“I do not believe it wise for an un- 
derwriter to specialize too much in one 
class of business. I consider myself a 
‘general practitioner.’ 
all kinds of business, and if one kind 
drops off it makes little difference. 

“T close 65% of my business in my 
own office. I always suggest it, explain- 
ing that there will be no interruptions 
there and we can conclude our business 
quickly. It dignifies the interview, 
shows that I consider it important.” 
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Statistical Men 
Study Present, 
Future Problems 


Omaha Convention 


Outstanding One for 
Group; Hughes President 


NEW OFFICERS ELECTED 


President—R. L. Hughes, Guarantee 
Mutual Life, Omaha. 
Vice-president—H. J. Stowe, Manu- 
facturers Life, Toronto. 
Secretary-treasurer —I. H. Wagner, 
Business Men’s Assurance, Kansas City. 
Assistant secretary-treasurer—C. S. 
Cadwell, Minnesota Mutual Life; St. 
Paul. 
OMAHA—The figures prove that the 
function of insurance as a private enter- 
prise for several hundred years has been 


successful and that the people have a. 


confidence in such protection based on 
that record of serv- 
ice, Ve b Sk ett 
vice - president of 
United Benefit 
Life, said in dis- 
cussing “Changing 
Concepts of Insur- 
ance Functions” at 
the annual meeting ~ 
of the Insurance 
Accounting & Sta- 





tistical Association 
here. That confi- 
dence has resulted 
from years of ex- & 


perience and _ the 

payment of billions 

of dollars in claims, 
The convention 


R. L. Hughes 


he stated. 
was very 


at- 
tended and was one of the most success- 
ful the association has held. 


well 


Directors of Sections 


Directors of the various sections 
elected are: Life, J. W. Kimmerle, man- 
ager statistical department Northwest- 
ern National Life; fire, C. E. Butler, 
auditor Security Fire of Davenport; cas- 
ualty, J. S. Pieringer, Jr., assistant sec- 
retary Commercial Standard; research, 
Scott Harris, executive vice-president 
Joseph Froggatt & Co., New York; 
publications, Glenn Waters, supervisor 
tabulating department Kansas City Life, 
and public relations, D. L. Eilers, treas- 
urer of World, Omaha. L. E. Wilkins, 
the retiring president, executive vice- 
president of Kansas City F. & M., was 
elected a director and member of the 
executive committee. 

W. M. Jeffers, president of the Union 
Pacific Railroad, was ill and was unable 
to appear. 

The original concept of insurance was 
Protective only, Mr. Skutt stated, but 
as the companies accumulated reserves 
to meet the policy requirements, a vast 
source of capital developed. Thus the 
function of insurance as the source of 
loans and as an important factor in the 
economic life of the country became 
established. 


Individual Initiative 


In all of the risks which have been 
assumed by the companies individually 
and collectively and in all the payments 
that have been made and all the re- 
serves that have been accumulated, no 
federal aid or subsidy of any kind or 
aid other than the very valuable super- 
character was involved, he pointed out. 
The companies pay taxes to the state 
and federal governments and lend money 
aid other than the very valuable super- 
to them, but they derive no funds or 
Vision of the insurance departments of 
the several states. The insurance com- 
pany, the plan of insurance, and the 
Policyholder have been on their own. 

(CONTINUED ON PAGE 6) 


‘to the required amount. 


Advantages of Business 
Insurance Demonstrated 


PITTSBURGH—tThe advantages of 
key man insurance were stressed by 
Carl H. Schusler, Pittsburgh manager 
Continental Assurance, on the Pitts- 
burgh Insurance Day program. There 
are three possible methods by which the 
survivors in a partnership or a close cor- 
poration can acquire the interest of a 
deceased business associate: 

“1, With capital you never pay less 
than 100 cents on the dollar unless the 
estate of the deceased suffers a loss and 
you are forced to raise the money at the 
worst possible time. 2. With credit you 
never pay less than 100 cents on the dol- 
lar plus interest each year that the obli- 
gation remains unpaid and you are 
forced to use your credit at a time when 
it may be impaired or it should be con- 
served for other purposes. 3. With in- 
come you pay a few cents (usually less 
than 3%) on the dollar each year dur- 
ing the life of the parties, during a time 
when you are best able to do so, for a 
contract which guarantees to provide 
either cash or income from a life insur- 
ance company at the specific time it is 
needed.” 


Sinking Fund Not Answer 


An ordinary sinking fund, no matter 
how well managed, will not solve the 
problem simply because there is no guar- 
anty that all the parties to the agree- 
ment will live until the fund is built up 
Life insurance 
is the one and only contract which will 
guarantee to provide a certain amount of 
money at an uncertain time. The cost 
of owning life insurance is quite reason- 
able and well within the means of a go- 
ing business. It usually costs less than 
3% of the face amount of the life insur- 
ance and is based upon the 20 year aver- 
age annual net premium for ordinary 
life. In addition, a man’s participation 


in such a plan will not cost his estate 
or his family one penny if the agreement 
provides for an adjustment with the es- 
tate for the portion of premiums paid by 
the deceased. This isn’t necessary but 
it is quite logical and eminently fair to 
all parties, Mr. Schusler said. 


Tax Situation Paramount 


Taxes in connection with business life 
insurance are of paramount importance 
and there are definite advantages to be 
gained through proper arrangement of 
policy applicant, owner, premium payor 
and beneficiary. If the individual stock- 
holder is in a personal income tax 
bracket which is higher than the corpo- 
ration tax bracket (very seldom these 
days), the corporation should be the pur- 
chaser, owner, premium payor, benefi- 
ciary and a party to the agreement and 
purchaser of the stock of the deceased, 
bearing in mind, however, that the pol- 
icy as an asset of the corporation affects 
the value of the insured’s stock for es- 
tate tax purposes, either to the extent of 
the face value or the cash value (de- 
pending on the proof of value of the in- 
sured to the business). 


Alternative Plan Suggested 


If, as is currently true in the vast ma- 
jority of cases, the individuals are in 
lower tax brackets than the corporation 
and salaries are not already unreason- 
ably high, the corporation should in- 
crease salaries (subject to approval due 
under the wage stabilization act) of the 
individuals who will be joint purchasers, 
owners, premium payors and beneficiar- 
ies of the policies and the only parties 
to the agreement. The salary increases 
are of course deductible from corpora- 
tion income and taxable to the individu- 
als but in lower brackets. Generally, the 

(CONTINUED ON PAGE 6) 








agement of all companies. 


his policyholders. 


your capacity will double. 


+ 


WILLIAM H. panes 
Chairman of the Bo 








Give and Receive 


Membership in the local Underwriters’ Association and 
through it membership in the National Association will bring 
the underwriter many advantages — opportunities for self- 
improvement and education through the training courses and 
meetings and from the close contacts with the most alert 
salesmen in our business and with the leaders in agency man- 


But more important still to the underwriter are the oppor- 
tunities Association membership will hold forth for him to 
contribute, and thereby to grow. He will find himself in a far 
better position to use his broadened experience to serve his 
community in war efforts and peace efforts, joining fellow 
underwriters long united in protecting the best interests of 
There have been and will be coordinated 
activities for consumer education. 


The old adage had it that it is more blessed to give than 
to receive. If you join the Association for what you will 
receive you will gain much. But you will gain twice as much 
if you join in order to give the Association your best help, for 


+ 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


+ 


JOHN A. STEVENSON 
President 














No Commerce Case 
Decision: Okla. 
Wins Tax Issue 


U. S. Supreme Court 
Says Suit Can't Be 
Maintained Against State 


WASHINGTON — The Supreme 
Court began one week’s sessions Mon- 
day, after a two week recess, without 
announcing decisions in the S.E.U.A. or 
Polish National Alliance cases. How- 
ever, it was otherwise an insurance day 
with the court, which handed down de- 
cisions in three cases, including Great 
Northern Life’s protest and appeal 
against the Oklahoma 4% premium tax 
on foreign insurers. The Great Northern 
case was argued Jan. 29, while the com- 
merce cases were argued Jan. 10. 

With a dissent by Justices Frank- 
furter and Roberts and Chief Justice 
Stone, the court affirmed the lower 
courts’ decisions against Great Northern. 
rg tax had been increased from 2 10 
4% 

Great Northern claimed the tax was 
discriminatory under the 14th amend- 
ment and also unconstitutional. The 
court concludes the suit could not be 
maintained in the federal court and 
does not reach the merits as to the 
validity of the tax. The court says the 
right to maintain the suit depended upon 
whether it is against an individual or 
against the state, and if the latter, 
whether the state consented. 


Suit Against State 


Tlie court expressed the opinion that 
the case is a suit against the state. Also 
that Oklahoma in enacting legislation 
providing for suit to recover taxes paid 
under protest was consenting to suit in 
its own courts only. In conclusion, the 
majority opinion says: 

“It may be well to add that the con- 
struction given the Oklahoma statute 
leaves open the road to review in this 
court on constitutional grounds after the 
issues have been passed upon by the 
state courts.’ 

In his dissenting opinion 
Frankfurter protests against 
sive regard for formalism” in the ma- 
jority decision. He views the case as a 
“simple suit to get back money from a 
collector who for present purposes had 
no right to demand it.” It is pointed 
out that if the company had refused pay- 
ment of the 4% tax and had sought an 
injunction against the tax collector the 
federal courts would not have been with- 
out jurisdiction. 

The claims of the state that its sov- 
ereignty must be protected, the minority 
opinion characterizes as “attenuated and 
capricious.” It is conceded that the 11th 
amendment renders the states immune 
from suit, except by their consent, but 
it is insisted that Oklahoma consented 
to be sued, and did not confine that con- 
sent to suit in her own courts. If it 
makes any difference to the state 
whether it is sued in state or federal 
courts, says the minority, “the difference 
has not been revealed.” 

Rehearing motion was denied by the 
court in No. 492, Equitable Society vs. 
Commissioner of Internal Revenue. Writ 
of certiorari was denied in No. 799, 
re Life vs. Madden Furniture, 
nc 

Petitions for certiorari writs have 
been filed with the Supreme Court by 
Walter Scott Watson and Kenneth 
Nicoll Watson in an action against 
Massachusetts Mutual Life and also in 
the case of Ruth Cohen personally and 
as administratrix of estate of Benjamin 
E. Cohen, deceased, and Jean, Betty 


Justice 
“an exces- 
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and Charles James Cohen, respondents, 
vs. New England Mutual Life. 

The first is an appeal from decisions 
of federal courts here dismissing the 
Watsons’ complaints for rescission and 
return of certain premiums. 

The Watsons state they sought, with 
his agreement, life insurance on Wil- 
liam E. Richardson, who was indebted 
to them, but who took no part in the 
negotiations. Massachusetts Mutual re- 
fused to issue absolute policies naming 
the Watsons irrevocably as beneficiaries, 
but offered and issued policies on Rich- 
ardson’s life payable to his estate and 
agreed to accept from him absolute as- 
signments to the Watsons. Such as- 
signments were made on an “absolute 
assignment” form supplied by the com- 
pany. The policies were turned over to 
petitioners, who paid premiums of 
$1,871 and $1,940 respectively. 


Calls Assignment Collateral 


Thereafter, petition alleges, the com- 
pany declared it considered assignment 
as collateral only. Petitioners declared 
this was breach of contract before per- 
formance time and demanded rescinding 
of the policies and return of premiums, 
with interest. The company moved to 
dismiss upon ground of failure to state 
a claim. 

The district court here granted the 
motion and the court of appeals affirmed 








r— * 


WE PAY TRIBUTE 
TO THE MEMORY OF BOB 


WILLIAMS, WHO REPRE. 
SENTED US FOR A NUMBER 
OF YEARS IN CHICAGO AND - 
THE NORTHWESTERN 
STATES. A NAVIGATOR, 
BOB FAILED TO RETURN 
FROM A BOMBING MISSION. 


2k * * 


SO DAY AFTER DAY war’s 
impact comes ever closer to us. 
These boys, for they are boys, 
have died the soldier’s death. 
Surely we at home must com- 


pletely surrender ourselves to 
the living of the good citizen’s 
life. 

* * ae 


GOOD CITIZENSHIP is more 
than Victory Gardens, Blood 
Banks, Bonds. It is attitude, an 
awareness of the larger aspects 
of good citizenship. It is un- 
selfishness, the willingness to ac- 
cept with good grace the incon- 
veniences the war places upon 
the civilian. 


* * * 


It is sad to think of the thou- 
sand of young lives like Bob 
snuffed out on the threshold of 
manhood, deprived forever of 
the normal happiness of a nor- 
mal life span. More than ever 
we must resolve that they shall 
not have died in vain. 


PAUL SPEICHER 
Managing Editor 
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on the theory that complaint did not 
show misrepresentations were material 
to the insurance protection for which 
premiums were paid. Watsons protest 
such “protection not defined and not 
bargained for,’ and pointed out pay- 
ment of Richardson’s debt would cause 
the policies to revert to his estate or 
lapse. 

Rehearing was granted and the court 
below held there was a prima facie 
case in favor of validitv of the contract 
and the facts were sufficient to charge 
a breach, but that return of premiums 
was not warranted; that cause of ac- 
tion for damages had been stated, but 
that because more damages had been 
prayed for than could be recovered, the 
case had been properly dismissed. Pe- 
tition for another rehearing was denied. 

In the Cohen case, New England Mu- 
tual petitions for review of the seventh 
circuit court of appeals decision affirm- 
ing a district court decision in the 
northern district of Illinois, eastern di- 
vision, decreeing specific performance 
of an alleged contract for sale by the 
company of certain real estate to Benja- 
min E. Cohen. 


OKLA. TAX HIKE NOT RETROACTIVE 


OKLAHOMA CITY—Although up- 
holding validity of the Oklahoma statute 
imposing a 4% tax on foreign insurers 
in the case brought by Lincoln National 
Life, the Oklahoma supreme court ruled 
that the act is not retroactive from April 
25, 1941, when the bill was signed by 
the governor, and directed the district 
court to permit the company to go to 
trial on a suit to recover $1,195 excess 
taxes paid. This was the 11th case chal- 
lenging the constitutionality of the act. 

Following receipt of information that 
the U.S. Supreme Court had sustained 
the Oklahoma 4% premium tax Com- 
missioner Read transferred to the gen- 
eral state fund $1,000,000 that had been 
paid under protest. He left $200,000 in 
escrow pending settlement of similar 
cases still pending in Oklahoma state 
courts asking refund of excess taxes 
paid under protest. 





M. M. Gorman to Insurance 
Post in Justice Department 


WASHINGTON—M. M. Gorman, 
Hartford lawyer, has succeeded Frank 
Elmore as a special assistant to the at- 
torney general in handling insurance 
matters in the Department of Justice. 

Senator McCarran, chairman senate 
judiciary subcommittee on the Bailey- 
Van Nuys bill, has returned to the city 
after an absence of some time. How- 
ever, the general disposition at the capi- 
tol appears to be to await the Supreme 
Court decision in the case. 

If the court decides against the gov- 
ernment the Bailey-Van Nuys and An- 
derson insurance bills become iust so 
much paper. If the court decides the 
other way Rep. Anderson, New Mexico, 
wants to substitute his bill for the other. 





Metropolitan Names Lincoln 
and Springfield, Ill., Heads 
James Henneberry, former assistant 
manager of Metropolitan Life, Streator, 
Ill., has been transferred to Springfield, 
Ill., as manager. He succeeds Herman 
Hauptfleisch, now located at Sioux City, 
Ta. 
Cornelius T. Lane has been appointed 
manager of Metropolitan Life at Lin- 
coln, Neb., succeeding the late George 
S. Davies. Mr. Lane went with Metro- 
politan in 1931, at St. Louis. For the 
past two years he has been field su- 
pervisor working out of the home office. 
He has been acting manager at Lincoln 
since last October. 


State Farm Rally in Richmond 


About 500 agents of the State Farm 
companies attended a convention in 
Richmond. H. E. Baumberger, state 
director in Virginia, Maryland and Del- 
aware, welcomed the agents and A. W. 
Tompkins, agency vice-president, spoke. 


Management Conference at 
Chicago Is Fruitful 





Two agency vice-presidents of life 
companies, C. O. Fischer, Massachu- 
setts Mutual, and H. T. Burnett, Reli- 
ance Life, and a dynamic New York 
agency manager of Equitable Society, 
W. J. Dunsmore, provided a fine speak- 
ing program in the managers conference 
sponsored by the Life Agency Manag- 
ers of Chicago during the state meeting 
and sales congress there. 

E. W. Hughes, general agent Massa- 
chusetts Mutual, chairman of the man- 
agers, presided. B. C. Howes, Berk- 
shire, program chairman, introduced Mr. 
Burnett, who said ordinary agents have 
decreased 25.2% in number from the 
total when war started, and industrial 
agents have fared worse. Yet, he said, 
for six months Reliance has hired more 
full time men and paid for more busi- 
ness than in the same period a year ago. 


It Is Possible to Recruit 


Potentially good life agents can be re- 
cruited any place in the country with or 
without advances and regardless of busi- 
ness conditions, he declared. However, 
he urged an agency head should not at- 
tempt to do any building until he gets 
the present agency going in good shape. 
When this is accomplished the pros- 
pecting for agents is best done through 
the sales organization. 

Mr. Burnett said probably 90% of the 
men he has hired have come from this 
source. The agents should be paid for 
bringing in prospective agents as in this 
way the general agent or manager will 
not feel obligated to them, but in addi- 
tion he must sell them on the proposi- 
tion that he cannot do the job alone and 
with their cooperation the agency can be 
built to almost unlimited size and they 
will prosper accordingly. 

Another important factor is to place 
responsibilities on men, he said. Thus, 
when an agent brings in a prospective 
agent, the first man should be ap- 
proached and confidentially told that the 
man he has recommended undoubtedly 
will develop into a good agent and the 
older agent should cooperate in making 
him successful. 


Need to Build Agencies Now 


He concluded there is a definite need 
for building agencies right now, more 
so than for many years. The agency 
head should work out the best recruit- 
ing plan for his purposes and follow 
through every week of the year and for 
several years. He cannot afford to 
build spasmodically. He must work out 





a definite organized sales talk for hiring 
men and stay on the track. 

It is important that the agency head 
have someone check on his work occa- 
sionally. Post-war planning is some- 
thing more than a phrase. Unless 
agency heads change their plans and 
start building today they are on their 
way out of the life insurance business. 

Men are hard to locate now, it is 
true, but it is easier to build a field or- 
ganization when everything is booming 
and men are hard to find than it is when 
the agency head can hire all the men he 
wants but conditions are such that they 
cannot make a living. There never was 
a better time to build a sales organiza- 
tion than right now, Mr. Burnett stated. 


Dunsmore Presents Ideas 


W. J. Dunsmore, agency manager of 
Equitable Society, New York City, 
talked on “Gearing For Future Respon- 
sibilities.” He stressed the need for in- 
creasing the sale of permanent life in- 
surance. Yet annuity investments along 
with life insurance furnish the maxi- 
mum security for individuals and fami- 
lies, and the more that is invested in 
them the greater will be national secur- 
ity and the nation’s strength when the 
service men and women come home. 
Group insurance is growing and will 
continue to grow. Mr. Dunsmore said 
that in studying methods of increasing 
ordinary production it is well to remem- 
ber that in an especially successful com- 
pany group men are among the highest 
paid. They are selected by Equitable 
from thousands of the best college grad- 
uates. They are paid $150 monthly plus 
expenses while training at the home of- 
fice. In the field their compensation is 
increased each six months. 

He pointed out that industrial agents 
got 32% of the ordinary business in 1933 
compared to 23% in 1923, and in 1944 
will get about 50% of it. They now en- 
joy the highest income in their history 
because of improved equipment and 
training. 


Says Ordinary Business Lags 


The ordinary business has not kept 
pace, Mr. Dunsmore said. Thus while 
entering pension business, in the last 10 
years they have practically dropped out 
of disability insurance, virtually elimi- 
nated reinsurance, have reduced annuity 
limits about 80%, lowered commissions 
on many forms which they consider 
easier to sell and substantially reduced 
commissions on annual premiums and 
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Friendliness doesn’t stop 





J UST a few steps from the elevator on 
the second floor—the Agency Department—is always the first 
stop on any visit to the Home Office. 


Typewriters click efficiently, a calculating machine rattles, 


file drawers are pushed back and forth, a clerk moves from 
one desk to another—and you feel the “hum” of a busy, 
industrious organization with every operation and action 
keyed to the needs and viewpoint of the fieldman. Here, too, 
you will be greeted with a friendly smile, a warm handclasp 
and a sincere interest in your life insurance career. They will 
be glad to discuss your work plans and problems with you, help 
you coordinate your selling efforts and establish a sound work 
program. 


Field problems and activities are uppermost in the minds 
of every member of the Agency Department and from the 
moment the mail is opened in the morning to the closing bell, 
all of their skill, experience and background is applied to the 
job of making selling easier for the man in the field. Constant 
research is conducted to uncover new sales helps and sugges- 
tions and a regular weekly sales letter and monthly field maga- 
zine are edited to bring this valuable material to his attention. 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 


—but they are keyed to action!... 














Addressing and stamping direct mail letters, preparing an 
estate analysis for a prospect, mailing out a digest of the latest 
tax laws, or studying markets and opportunities in various 
territories—stenographers, ‘clerks and officers have just one 
thought in mind—‘“How can we help the fieldman sell more 
insurance, increase his commissions and achieve success in 
the life insurance business?” 


If you are interested in a real opportunity, there is a per- 
manent place for you in our progressive sales organization. 
Write Ray Hodges, Superintendent of Agencies, today for full 
details or visit him in The Ohio National Agency Department. 


(This is the second in a series of advertisements to acquaint fieldmen with The Ohio 


National and permanent agency opportunities available to qualified life underwriters.) 





Permanent general agency contracts 
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single premium annuities to discourage 
their sale. No new coverages have been 
devised for questionable risks. Declina- 
tions have increased. Possibly a better 
agents compensation plan might have 
improved conditions. 

Mr. Dunsmore told some of _ his 
agency methods, exhibiting cards em- 
ployed to snap up production. From 50 
agents in 1940 with $77,000 average pro- 
duction, the agency closed 1943 with 22 
active agents, 26% increase, 20 club 
members and $3,000 average first year 
commission. This year is starting off 
33% ahead of 1943. A great deal of 
joint work is done. 

Life insurance agency building and 
merchandising methods cannot be 
frozen, Mr. Fischer declared. The de- 
sires and needs of the American 
people cannot be frozen, nor the 
ingenuity and resourcefulness of the 
competitors of life insurance. Agency 
heads face the most exacting problems 
and compelling need for intelligent plan- 
ning today. It is no time for compla- 
cency. The world is constantly chang- 
ing. No phase of human endeavor re- 
mains immune. A life agency must wax 
or wane in the patterns of its leadership, 
membership, achievements, fellowship, 
spirit and agency. 

The Life Agency Managers was host 
at luncheon to speakers in the joint ses- 
sion: 


Study Present, 
Future Problems 





(CONTINUED FROM PAGE 3) 


The statistical association was organ- 
ized in Peoria, Illinois, 16 years ago and 
today ranks fourth in membership of all 
insurance organizations, President Wil- 
kins said. The association has been 
helpful in meeting many of the prob- 
lems that have cropped out because of 
war, he said. 

He suggested that anything that can 
be done to simplify financial and statis- 
tical statements will be a great contribu- 
tion to the public and that accounting 
and statistical people should give as 


much thought to the words as they do 
to the figures. Financial statements are 
more generally circulated now than ever 
before and are read by thousands of 
people not educated in financial termin- 
ology. This is a big subject for con- 
sideration and action. 

One of the interesting public relations 
features of the life insurance business 
has been the change in method of pub- 
lication in annual statements, C. C 
Fraizer, Nebraska director of insurance, 
said in his talk. The departure from 
the standard, somewhat dry financial ex- 
hibit and the development of attractive 
exhibitions of the activities of companies 
by illustrated and easily readable book- 
lets, illustrating to the policyholder and 
to the public in readable and interesting 
form how their money is invested and 
the work that their premium payments 
accomplish has been a great step for- 
ward, he said. 


Consider Post-War 
Trends and Future 





(CONTINUED FROM PAGE 1) 


If business does an effective selling 
job there can easily be a national income 
of $135 billion or more, Mr. Fuller 
stated, If it does such a job, it will 
have the cooperative aid and encourage- 
ment of Congress, agriculture and labor 
towards the removal of any handicaps 
which stand between the American peo- 
ple and prosperity. Worries about the 
national debt, high taxes and the threat 
of state capitalism can be swept away 
with such encouragement and with or- 
ders for American industry and custom- 
ers at the counters of American stores. 

National income is the measuring rod 
of sales effort. If it can be kept high, 
a depression will not occur. After the 
war the public won’t need purchasing 
power or pump priming because of the 
$100 billion backing of purchasing power 
and tremendous unfilled wants and 
needs. 

A survey by the National Planning 
Association among war bond owners dis- 
closed only 11% planned to go out and 


spend immediately after the war and 
73% said they would save for a while. 
Many people have accumulated a money 
reserve for the first time in their lives. 

Postwar planning is just good, old 
fashioned planning applied to a particu- 
lar period, which calls for more aggres- 
sive planning than ever before. Success 
will come with the vision which sees 
sales opportunities, chances for market 
expansion, better distribution methods, 
and needs for new products where they 
have been undeveloped before. 

Social forces such as_ nationalism, 
popular ignorance, inherited prejudices 
and organized greed of pressure groups 
will be difficult to deal with in setting 
up the peace machinery and achieving 
political cooperation in the postwar 
world, Dr, Munro said. 

The whole future of American char- 
acter depends upon the future of the 
colleges, Dr. Cowley declared. 

General chairman of arrangements for 
the seminar was B. D. Salinger, general 
agent Mutual Benefit Life. C. M. Spero, 
independent, was program chairman and 
introduced the speakers. The seminar 
drew the usual large attendance from 
New York and neighboring cities. 
Among the distinguished guests were 
Dr. S. S. Huebner, president, and Dr. 
David McCahan, dean of the American 
College. Guests and speakers were 
luncheon guests of the New York C.L.U. 





Pat on the Back at Knoxville 


Those attending the meeting of the 
Tennessee Association of Life Under- 
writers at Knoxville were highly pleased 
at the editorial that appeared that day 
in the Knoxville “News-Sentinel.” It 
was a message of welcome. “Any group 
that has performed so many outstanding 
feats in furtherance of the war effort 
deserves a salute from the public,” the 
editorial stated. 

“We know here what the underwriters 
have done to put over the war bond and 
Red Cross drives and other patriotic 
movements. In fact, the payroll deduc- 
tion war bond plan is a task they are 
handling continuously. 

“The underwriters over the state are 
all doing similar services. We congrat- 
ulate them.” 
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e Percent MORTALITY............ 


e Percent REJECTIONS ......++++++++++ Very Low 


included a substantial number of brokerage origin; 82% 


Some Significant <Agures for Life Undecweitecs 


{Not Too High 
\Not Too Low 


e Percent SUBSTANDARD PLACEMENTS . . Very High 


XP In 1943 the percentage of direct applications 


approved at “substandard” rates was 9%. This business 





“2 Splendid agency opportunities are now available |e 


AMERICAN UNITED LIFE INSURANCE COMPANY 





Mystery Prizes Spur 
Ill. Bankers Contestants 


Illinois Bankers Life is engaged dur- 
ing April and May in a “victory cam- 
paign.” It was launched at a two-day 
meeting of principal agents from several 
states. The agency organization is di- 
vided into two teams, one being known 
as the “Tokio Bombers,” headed by 
Harvey Thorsen, home office representa- 
tive at Des Moines, and the other known 
as the “Berlin Bombers,’ headed by 
Fred C. Adams, home office representa- 
tive at Columbus, O. 

Illinois Bankers is not offering any 
specific prizes. The men have been 
promised that at the end of the cam- 
paign the management will appraise the 
resultsi and will make certain awards in 
keeping with accomplishments. 

At the agency meeting it was also 
decided to conduct a “loyalty campaign” 
during October and November. Hugh 
D. Hart, agency vice-president, is com- 
initted to a program of doubling the 
agency manpower in the next year and 
a halt. . 





Gay Farm Bureau Winner 


Chester Gay, Connecticut state man- 
ager for the Farm Bureau insurers of 
Columbus, O., has been presented the 
president’s trophy for 1943 as the leader 
of the state in which the best all-round 
advancement during the year was 
achieved. 





New Cartoon Blotters 


Four of the popular Stamaty cartoons 
which have appeared in past issues have 
been used to illustrate blotters for dis- 
tribution to prospects. Samples and 
prices can be obtained from THE 
NATIONAL UNDERWRITER, 175 West Jack- 
son boulevard, Chicago 4, Illinois. 





Old Line Veterans Honored 


Two veteran agents of Old Line Life, 
William Meyer of Shawano and William 
Wulk of Marion, Wis., were honored at 
a testimonial banquet in Shawano, Wis. 

Mr. Meyer has served 30 years and al- 
ready has a diamond pin. Mr. Wulk 
was presented a diamond pin for his 25 
years of service. The party was ar- 
ranged by Arthur Meyer, general agent 
in Antigo, Wis., and son of one of the 
men honored, 





Continuous School in Nashville 
A class in life insurance selling and 


A servicing will be held at Watkins Insti- 


tute, Nashville, with Dr. Lowe Wat- 
kins, Vanderbilt University, as teacher, 
throughout 1944 and 1945, with the nec- 
essary financing guaranteed by A. M. 
Burton of Life & Casualty, and C. A. 
Craig, National Life & Accident. Associ- 
ation of Life Underwriters is sponsoring 


YY the school. A committee headed by E. 


Ferrell Shipp, president of the Nashville 
C. L. U. chapter, has charge of the 
school. 





Advantages of Business 
Insurance Demonstrated 





(CONTINUED FROM PAGE 3) 


Gilatter plan is the more advantageous 


from the standpoint of taxes. Further- 
more a stockholder in a high personal 


‘4 


—E 


income tax bracket might do well to | 


avail himself of legitimate ways and 
means of reducing his income tax such 


¥as living trusts, breaking up estate into 


more than one taxable unit, etc., and 
thus make it possible to gain the advan- 
tages of a stock retirement agreement 
wherein the corporation is not a party 


gand the stockholders pay the premiums. 


On questions of business life insur- 
ance taxation the principal rules are: 

1. Life insurance owned by the cor- 
poration and payable to the corporation 
is not subject to the estate tax at the 
death of the insured. As an asset of the 
corporation it affects the values of the 


insured’s stock, either to the extent of — 
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the face value or the cash value (de- 
pending on the proof of value of the in- 
sured to the business). 

2. Life insurance received by the in- 
sured’s estate or beneficiaries for his 
stock is not subject to estate tax at his 
death but the stock is subject to estate 
tax. There is, however, no income tax 
upon profit realized on the sale. 

3. The proceeds of life insurance col- 
lected by the corporation at the death of 
the insured, on a policy taken out by it, 
are not subject to income tax. No 
amounts received during the lifetime of 
the insured are subject to income tax 
until the aggregate received exceeds the 
consideration paid. 

4. Life insurance premiums are not 
deductible if the corporation is directly 
or indirectly a beneficiary. Where the 
insured or another is owner of the policy 
and the premiums are paid by the corpo- 
ration, the premiums must be reported 
by the owner as additional income. If 
taken as compensation the corporation 
can deduct. If taken as dividends the 
corporation cannot deduct. 

5. If the corporation acquires a policy 
already in existence and pays valuable 
consideration an income tax will be im- 
posed on such portion of the proceeds as 
exceeds the consideration plus subse- 
quent premiums paid; unless in connec- 
tion with a tax-free reorganization, if 
the proceeds would have been exempt to 
the transferring corporation. 


Plan of Agreement 


In the forms of agreement which are 
a prime necessity in connection with 
business insurance plans, it is highly im-- 
portant to bear in mind that the agree- 
ment is the necessary legal arrangement 
to guarantee consummation of plans but 
it is a legal matter and full responsibil- 
ity should rest with legal counsel, Mr. 
Schusler pointed out. For example, a 
brief but all-inclusive form of agreement 
which has not yet come into very com- 
mon usage but is applicable in most 
close corporation cases is one which 
might be termed the trustee-sharehold- 
ers form. Under this form each stock- 
holder retains one share in his own name 
and puts the balance of his shares in a 
trust. For the total number of shares of 
stock placed in trust a single trust cer- 
tificate is issued in the names of the 
trustee-shareholders who hold the trust 
certificates for all stock placed in trust. 

This form has two outstanding ad- 
vantages: 1. Probate of the stock is 
eliminated at the death of a stockholder 
because title is transferred by the sur- 
viving trustee. It is not necessary to 
have the executor or administrator of 
the deceased transfer his interest. 2. The 
purchase price can be paid over, either 
in cash, if cash is needed for tax pur- 
poses and the insured has an adequate 
will and trust agreement so that there is 
a reasonable chance that the money will 
be properly used; or as a life income al- 
ready invested in the form of a life in- 
surance policy, payable directly to the 
wife of the insured, with the children 
named as contingent beneficiaries. 

Each stockholder retains one share in 
his individual name so as to comply with 
the corporation law, applicable in most 
states, that the directors must be stock- 
holders and also that there be more than 
one holder of stock. 


Brownell Gives Talk 


General insurance men were urged to 
take advantage of their opportunity to 
sell their policyholders life insurance by 
John E. Brownell, Pittsburgh manager 
Manufacturers Life. “Your policyhold- 
ers are certainly better life insurance 
Prospects for you than anyone else,” he 
declared, pointing out that general in- 
surance men spend considerable time 
and money developing their clientele and 
in gaining valuable information and con- 
fidence. One broker checked his policy- 
holders who had mortgages on their 
homes and sold $100,000 in mortgage in- 
surance in three months. Mr. Brownell 
Pointed to the opportunity for selling 
Msurance to meet estate taxes. Com- 
mon sense, he said, dictates that the 
broker should take advantage of the con- 
tacts he has developed. 


Buchanan ‘etme with C. L. 


U. Chapters in Tennessee 


NASHVILLE — M. L. Buchanan, 
Boston, president American Society of 
C. L. U., held conferences with Tennessee 
€. E. U. chapters here and at Memphis. 
At Memphis William P. Brown, Great 
American Life, local president, was in 
charge. Agents came from many points 
in the tri-states to attend the confer- 
ence. At the Nashville meeting H. Fer- 
rell, president, and Kimbrouch Dunlap, 
a director, wen Among those at- 
tending were E. Stevenson, executive 
vice-president National Life & Accident, 
and a member of the Life Agency Offi- 
cers’ committee on training; Powell 
Stamper, National Life & Accident pub- 
licity director, and Dr. Lowe Watkins, 
Vanderbilt University, insurance  in- 
structor at Watkins Institute. 

The Nashville chapter proposed that 
the requirement of a high school educa- 
tion for eligibility to attend a C. L. U. 
training school be modified to permit 
entrance examinations to determine edu- 
cational qualifications. 


Report on Chicago Meeting 


_At a meeting of the Indianapolis 
Cc. L. U. chapter, William A. Clabaugh, 
Provident Mutual, and Edward A. 


Krueger, State Life of Indianapolis, na- 
tional treasurer, reported on the recent 
midwest C. L. U. conference in Chicago. 

Mr. Clabaugh outlined the refresher 
training course of the American Society 
for members in service and those re- 
turning to civilian life. Mr. Krueger re- 
viewed the economic public forums 
sponsored by the American Society, in 
which leading economic and _ business 
experts take part. 


Topics Before Boston Actuaries 


The Actuarial Club of Boston at its 
meeting May 5 will take up these top- 
ics: Review of 1943 statements; resume 
of current company experience. Is a re- 
duction in the interest rate on outstand- 
ing policy loans desirable? Is it feas- 
ible to reinstate on a substandard basis 

a policy that has been- issued on a stand- 
pa basis? Advantages and disadvan- 
tages in creating a contingency fund. 
If a contingency fund is created, should 
it be carried above as liabilities, or be- 
low and considered part of the surplus? 
If considered above as liabilities can 
this be transferred at will when the 
emergency has passed? 

In developing new premium rates and 
non-forfeiture benefits should provision 
be made in the case of death for (a) 
non-deduction of unpaid installments of 


the premium or (b) non-deduction of 
unpaid installments of the premium and 
refund of the premium for each policy 
month following that in which death oc- 
curs? Should the federal income tax be 
treated as investment or insurance ex- 
pense? 


Pension Trust Rulings Delayed 
WASHINGTON — Internal Revenue 


Bureau rulings on pension trusts are 
being made slowly, it is understood, 
due to the training program under way 
at the bureau, in which about 30 agents 
are being instructed on how to carry on 
field work in the decentralized plan of 
handling of pension trust cases. There 
are now about 70 such officials in the 
field. About 30 men will be retained at 
the bureau here to review pension trust 
cases sent in from the field. 

When this reorganization plan is set 
up, pension trust attorneys say they ex- 
pect action will follow rapidly on pen- 
sion trust plans pending before the In- 
ternal Revenue Bureau, which are said 
to number into the thousands. 


The Cleveland “C.LU. chapter spon- 
sored an advanced underwriting seminar 
under the direction of Milton Elrod, Jr., 
tax consultant. Members of the Cleve- 
land Life Underwriters Association and 
Life Insurance Trust Council were in- 
vited. 
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Do You Want To 
Be A General Agent 


Own Home Town? 


A new analysis of Lincoln National Life 
Insurance Company open territory has re- 
vealed a rich field of opportunities for poten- 
tial General Agents. These openings exist in 


If you have General Agency ability 
and ambition, and your present company can- 
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today whether or not one of these attractive 
General Agency openings exist in your city. 
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Tax Situation Richins Great 
Sales Opportunity for Agents 


HARTFORD — Under present tax 
rates, life insurance represents the only 
way of attaining security in old age, 
President James Lee Loomis of Con- 
necticut Mutual Life, declared, in wel- 
coming visitors to the Connecticut As- 
sociation of Life Underwriters annual 
sales congress held in the Connecticut 
Mutual auditorium here. 

This thesis was later elaborated by 
Arthur V. Youngman, New York City 
general agent Mutual Benefit Life, who 
made a detailed comparison of saving 
through investment and reinvestment 
and saving through insurance. “High 
taxes,’ he contended, “have produced 
the greatest opportunity life insurance 
has ever had. For 90% of the public 
there is no other way to build up a 
substantial estate these days except life 
insurance.” 

With a series of charts, Mr. Young- 
man showed that a man with a moderate 
salary must live on about half his in- 
come to accumulate an estate of $50,000 
in 20 years through personal savings, 
while he can secure the same amount 
at less sacrifice through insurance, 
whether he dies 20 minutes after the 
policy is signed, or 50 years later. In 
this case the amount is guaranteed, and 
* he is free to spend a larger part of his 
income currently, with a clear con- 
science. 


Provides Tax-Proof Income 


Investment, in short, produces an un- 
guaranteed fully taxable income, but in- 
surance will produce a guaranteed, tax- 
proof income more than 50% higher, 
meanwhile assuring a higher standard 
of living for him and his family. While 
he himself has applied this selling argu- 
ment largely in the medium income 
brackets, he showed that it is equally 
applicable to the “little fellows.” 


Confidence Is Paramount 


In selling weekly premium insurance, 
the essential element is the amount of 
security and confidence the prospect has 


in him, Mitchell E. Saunders, John 
Hancock, pointed out. ; 
Irvin Bendiner, New York Life, 


pinch- hit for James E. 
Rutherford, N.A.L.U., executive vice- 
president, who was unable to attend. 
Instead of finding possible clients and 
then looking for a sales idea, Mr. Ben- 
diner urged agents to develop the ideas 
first and then apply them .to prospects. 
Application of these ideas will provide 
an adequate market. 


Philadelphia, 


Must Provide Service 

As the tax status of insureds is sub- 
ject to change at any time, the agent 
must be in a position to service a life 
insurance estate just as a counsel does 
a general estate, Mr. Bendiner pointed 
out. The economic circumstances of 
family left behind by the man in serv- 
ice should be reviewed, as there may be 
a need for insurance on the wife by 
virtue of her temporary position as head 
of the household. 

Regarding assignment of policies, he 
pointed out that a policy transferred for 
a valuable consideration is subject to 
income tax, but if it is done through 
love and affection, the tax does not 
apply. 


Bring Protection Up to Date 


Pointing out that the cost of living 
has risen at least 21% since the war 
began, he urged that every insurance 
program dated 1940 or 1941. is at least 
21% below the amount needed to meet 
the express desires of the policyholder, 
and should be revised accordingly. 

In discussing contingent beneficiaries 
and common disasters, Mr. Bendiner 
questioned whether insurance men have 
not sometimes tied up the insurance too 
tightly for the welfare of the insured. 
For example, if both husband and wife 
are killed and only minors survive, he 
said, there may be heavy estate taxes 


to pay, and if the insurance is tied too 


tightly in the children’s names, it will 
not be available for this much-needed 
purpose. 

George F. B. Smith, assistant vice- 
president Connecticut Mutual, warned 
of the danger of government encroach- 
ment. The cost, both tangible and in- 
tangible, of the proposed expansion of 
federal social security should be studied, 
he said. He urged agents to beware of 
the foot-in-the-door technique by which 
the government gradually extends its 
control over one field after another. 
The future of life insurance depends on 


the maintenance of democratic prin- 
ciples—democracy does not guarantee 


life insurance a market, but does guar- 
antee an opportunity to compete for it, 
which is all that is needed. 

Gene Flack, public and trade rela- 
tions counsel Loose-Wiles Biscuit Co., 
New York, pointed out that insurance 
faces no raw materials shortages, no 
curb on deliveries, no paper and con- 
tainer scarcity, and its manpower short- 
age means simply a greater opportunity 
for those who are left. 


Destroyer Escort Named 
for Aetna Group Man 


A new destroyer escort has been as- 
signed the name, “Neal A. Scott,” in 
honor of the late Ensign Neal A. Scott, 
formerly a group representative e at Nash- 
ville for Aetna Life. 

Scott was killed in 
destroyer in the battle of Santa Cruz 
in the South Pacific Oct. 26, 1942. He 
was awarded the Navy Cross and the 
Purple Heart posthumously for extra- 
ordinary heroism. The destroyer con- 
tinued to screen a carrier in spite of the 
fact that a Japanese plane exploded on 
the destroyer’s deck. 

Scott was fatally injured in the ex- 
plosion. As he was carried from the 
flaming wreckage, he called, ‘Keep 
those guns firing.” Scott was taken to 
the after deck of the ship, still conscious 
and aware that he was mortally 
wounded. To an enlisted man, he dic- 
tated this message, very slowly and very 
carefully, to his father: “To Dr. L. R. 
Scott, Goldsboro, N. C. To have you 
and mother for all these 24 years has 
been all that I could ask for in this 
world. Neal.” 

Scott graduated at Davidson College 
in 1940. He joined Aetna that year, 
served at Columbia, S. C., as a home 
office representative. In 1941, he was 
transferred to Nashville. ' 


action aboard a 


Begin Preparations for 
Texas Affair June 12-14 


The program is taking shape for the 
annual conference of the Texas Associ- 
ation of Life Underwriters in Dallas 
June 12-14 at the Hotel Adolphus, Rob- 
ert M. White, manager at Dallas for 
Jefferson Standard Life, is general con- 
vention chairman. 

Headlining the program being drafted 
by Co-chairmen John A. Monroe, Jr., 
Great National Life, and James D. 
Edgecomb, John Hancock Mutual, will 
be Herbert A. Hedges, Kansas City, 
president of the National association. 
He will speak both at the Texas asso- 
ciation’s business session and on the 
sale congress program. 

Three preliminary activities will run 
simultaneously the afternoon of June 12 
the leaders’ round table of Texas, the 
ordinary managers’ and general agents’ 
section and the industrial managers’ sec- 
tion. Tuesday morning will be devoted 
to the opening sales congress session, 
with a business. meeting of the Texas 
association in the afternoon. The sales 
congress will close Wednesday morning. 
A luncheon Tuesday, dinners Monday 
and Tuesday, with Southwestern Life 
as host at the latter, will constitute the 
entertainment. 


Heads Group Mapping 
Commissioners Plans 





George J. Mecherle, who has been se- 
lected as chairman of the committee of 
Illinois company 
executives to 
handle arrange- 
ments for the con- 
vention of the Na- 
tional Association 
of Insurance Com- 
missioners at the 
Edgewater Beach 
Hotel, Chicago, 
June ted =i Ake 
chairman of the 
State Farm compa- 
nies at Blooming- 
ton, Ill. The com- 
mittee setup has 
been perfected and 
A. W. Tompkins, superintendent of 
agents of the State Farm group, is sec- 
retary-treasurer. 

Mr. Mecherle will have a busy month 
in June as he is a delegate to the Re- 
publican national convention in Chicago 
later that month. 





G. J. Mecherle 


Home Office, Agency 
Management Speakers 
for H. & A. Conference 


Unusually interesting sessions for 
agency and home office specialists have 
heen announced by A. D. Anderson, Oc- 
cidental Life, chairman of the agency 
management committee, and K. H 
O’Connor, Maccabees, chairman home 
office management committee, to be 
held the last day of the Health & Acci- 
dent Underwriters Conference annual 
meeting at the Edgewater Beach Hotel, 
Chicago. 

The home office management session 
the morning of May 18 includes the 
following topics “Staff Retirement 
Plans,” R. G. Stagg, actuary Lincoln 
National Life; “Home Office Employe 
Bulletins,” Don Wellenkamp, on of 
publications Washington National; “Re- 
employment of Armed Service Person- 
nel,’ Dr. H. W. Dingman, vice-presi- 
dent and medical director Continental 
Assurance, and “Paper Conservation,” 
Arthur W. Brooks, production manager 
American Colortype Co., consultant on 
commercial printing for the printing and 
publishing division of the War Produc- 
tion Board. 

A panel discussion for agency officers 
and supervisors has been arranged for 
that afternoon by Chairman Anderson 
and will consist of the following discus- 
sions: “Recruiting,” Fred Grainger, vice- 
president Federal Life & Casualty; 
“Training,” Clifton W. McNeill, second 
vice-president Union Mutual Life; “Sales 
Asds;’ I. TT. MeChntock. assistant 
agency director Ohio State Life; “Com- 
pany Advertising,’ G, A. L’Estrange, 
vice-president Wisconsin National Life; 

3ulletins,’ W. Clement Stone, president 
Combined Mutual Casualty, and “Post- 
War Business,’ George W. Kemper, 
manager accident and health department 
lireman’s Fund Indemnity. 


Metropolitan to Conduct 
Schools in Chicago 


Metropolitan Life is planning to con- 
duct schools in Chicago starting May 1 
and May 8, each for five full days of 
eight or nine hours of lectures followed 
by case studies at night, for its Chicago 
managers. These will be preliminary 
to similar schools to be conducted later 
for assistant managers and represent the 
third in a series of field schools that 
have been conducted by Metropolitan in 
the last three years. 

The instruction will deal largely with 
fundamentals in training and supervision 
as drawn from the Metropolitan’s own 
experience and calculated to help man- 
agers and assistant managers in develop- 
ing their training skill. Representatives 
of the field training division at the home 
office will conduct the schools which are 
under the direction of C. J. North, vice- 
president. 


La Guardia’s Medical 
Care Plan Ready 


N. Y. Mayor to Announce 
Municipal Scheme for 
1,000,000 Persons 


NEW YORK—Mayor LaGuardia of 
New York announced on the radio Sun- 
day he would make a statement on de- 
velopments for a plan covering the city’s 
170,000 employes and privately em- 
ployed groups and their families, per- 
haps including 1,000,000 persons, on his 
radio program April 30. 

The hospitalization and medical care 
plan which La Guardian wants to see 
adopted has aroused considerable op- 
position among accident and health men 
and J. R. Garrett, eastern accident and 
health manager of National 
Casualty and New York state chairman 
of the Insurance Economics Society has 
issued a blast against the project. 

“Private and non-profit companies are 
doing an excellent job of furnishing the 
public with this protection at very rea- 
sonable costs, and service which we are 
sure the bureaucratic city government 
will be unable to duplicate,” Mr. Garrett 
declared. 

Louis Pink’s Position 


On the other hand, President L. H. 
Pink of Associated Hopital Service of 
New York feels that Mayor La Guar- 
dia’s proposal would not be in any way 
competitive with the Blue Cross plan 
and that there would probably be some 
sort of affiliation between the city plan 
and the associated plan. 

It is anticipated that if the plan goes 
into effect everyone living in greater 
New York will be eligible, as will their 
families and also people who work in 
New York City, and their families, even 
though they may live elsewhere. 


— 


Home Life of N ‘irst quarter 
results show gains by 75% of the agen- 
cies. One-third doubled their last year’s 
production, while almost 50% wrote more 
than half as much again as in the first 
quarter of 1943. First year men were 
responsible for a considerable portion of 
the gain, the average production for the 
first quarter being $59,470, or $19,823 
monthly. The average-size policy paid 
in the first quarter was $7,834, an in- 
crease over the $7,771 all time high rec- 
ord established for 1943. The 42% gain 
in paid business registered by Home in 
the first quarter was exceeded only by 
that in the first quarter of 1929. 








United States Life—New paid business 
for the first quarter increased more than 
45.5%. <A large portion of the increase 
is group. The majority of the agencies 
participated in the gain. The James F. 
MacGrath agency in New York is leading 
in paid-for life, while the Paramount 
Agency in Brooklyn, under Morris Wein- 
berg, heads the list on accident and 
health. The Newark Agency, under Roy 
A. Foan, is leading in hospitalization. 


Farmers & Traders Life—-First quarter 
new paid for business shows an increase 
of 84.8% over the same period a year ago. 

The company has changed its method 
of reporting juvenile business in force 
from actual death benefit at actual ages 
to the ultimate amount as of this year, 
which shows an increase of more than 
$3 million of insurance in force over and 
above the old method. Taking that with 
the new business increase for the first 
quarter, the total in force March 31 is 
$63,620,029. 


Farm Bureau Life, Ohio — Production 
for the first three months of 1944 
amounted to $9,875,368, compared with 


$6,181,382 for the same period in 19438, . 


an increase of 60% 

March writings in Ohio were $4,945,269 
or 196% of production for March last 
vear. This was eighth anniversary 
month. Total production for the month 
was $7,060,738. 
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Want Death Claim 
Forms Standardized 


The Seattle Life Managers Associa- 
tion has adopted a resolution requesting 
life companies to standardize their death 
claim forms. The point was made that 
this would facilitate the completion of 
forms by claimants who are seeking re- 
covery under policies of several compa- 
nies. Some companies require an iden- 
tification statement from a friend while 
others do not. Some require a news- 
paper clipping. Some require statements 
from all physicians who attended the 
assured in his last illness while others 
require only one. Some require a state- 
ment by the undertaker and others do 
not. 


Commissioners’ St. Louis Plans 


An excellent attendance is expected at 
the meeting of the executive committee 
of the National Association of Insurance 
Commissioners to be held at the Park 
Plaza hotel, St. Louis, starting at 9:30 
a. m., May 11, and continuing through 
May 12. As _ usual, all commissioners 
have been invited. 


Company Host to Service Men 

Unity Life & Accident gave a serv- 
ice party for Syracuse Post 41, Ameri- 
can Legion, and its auxiliary, which was 
attended by about 250 service men and 
women. President Ernest H. Deming 
spoke briefly. 





Seek Broader Ruling ‘ 
WASHINGTON — Having obtained 
a concession from the Treasury De- 
partment in the ruling that endowment 
at age 85 policies are acceptable under 
the 5% salary stabilization rule, life 
insurance interests continue plugging 
away at the internal revenue bureau to 
obtain further modification of the salary 
stabilization regulations with relation to 
insurance and pension benefits. They 
want other endowment, 20-payment life 
and other policies declared permissible 
under the stabilization program, so that 
employers will be abie to invest more 
in insurance premiums for their em- 
ployes without violating the regulations. 
However, it is understood that some of 
these interests are not particularly 
hopeful of getting the desired result. 








PUBLICITY MAN 


Here is a challenging job for the 
right man. It is not a temporary 
war job. The man who filled it for 
some years has just moved up to 
executive status. 


A large life insurance Company 
needs a man for publicity and 
sales-promotional work. He must 
have initiative, personality, a fertile 
mind and a clean slate; he must 
have good command of language 
—and give demonstration of this in 
his first letter. If he knows life in- 
surance or has had house-organ 
experience, so much the better. 


Briefly, clearly, convincingly, tell 
us who you are, your educational 
qualifications, what you have done 
—and your references. 


Box V-77, The National Under- 
writer, 175 W. Jackson Blvd., Chi- 
cago 4, Illinois. 








Army Warns 
Against Dropping 


Commercial Policies 


WASHINGTON—The Navy Train- 
ing School (insurance) advises that serv- 
ice persons who file claim for payment 
of benefits under U. S. Government Life 
Insurance or for waiver of premiums 
under National Service Life, continue 
to pay the premiums, pending adjudica- 
tion of the claim. 

The same source reports that certain 
private life insurance salesmen have 
been covering naval activities “without 
obtaining proper naval authorization. 
Generally speaking,” it continues, ‘“reg- 
ulatory measures have been taken by 
the local commanding officer which 
have been satisfactory to both the per- 
sonnel of the naval station and to the 
representative of the insurance com- 
pany.” 

Naval insurance officers’ attention has 
been called to a memorandum from the 
War Department adjutant general’s of- 
fice, which says that officers and men 
“have been advised to discontinue com- 
mercial life insurance policies” because 
of a belief they do not give protection 
during wartime. 

The AGO went on to say that most 
commercial policies bought before 
United States entry into the war “do 
give full coverage.” It was pointed out 
that policies discontinued cannot be re- 
placed because war and travel clauses 
are now inserted in most policies cur- 
rently issued. 

“When policies are discontinued,” says 
AGO, “policyholders are apt to be de- 
prived of valuable life insurance at a 
time when it is needed most.” 

The circular goes on to suggest that 
where doubt arises whether commercial 
policies give full coverage, it may be 
resolved by writing to the company, 
consulting a life insurance office at- 
tached to the particular command, and 
examination of the policy to see whether 
it has restrictive war clauses. 

A step toward furnishing service to 
military personnel in connection with 
waivers of premium disability claims, 
based on NSL policies and income dis- 
ability under U. S. Government Life 
Insurance, has been taken in issuance 
by the War Department of circular No. 
135. This places responsibility directly 
upon the army for assisting insured per- 
sonnel to obtain disabilitv allowances, 
according to NSL authorities. 

In the past, when an army man was 
under treatment at a hospital and be- 
came entitled to disability benefits, it 
was up to him personally to submit 
claim. That went to the Veterans Ad- 
ministration. The War Department 
would then get medical information 
about the matter. 

All this caused delay. Many times, it 
is said, the disabled man did not send 
in his claim. Perhaps he did not know 
about the matter, or was not in condi- 
tion to attend to it personally. 

Under the new circular the War De- 
partment or the army must assist him. 
If under hospital treatment when he 
becomes eligible for disability benefits. 
it is provided that the hospital shall 
prepare a medical abstract and send it 
in with the claim application for bene- 
fits. The army, it is stated, must see 
to it that the claim is prepared in the 
right way, at the right time, for the 
right man, and get it started. 

The circular provides that all military 
personnel, upon discharge or release 
from active duty, shall be furnished de- 
tailed information about NSL, their 
rights and obligations thereunder, if 
they wish to continue such insurance; 
also about premiums, date due, amounts; 
how to send them in to Veterans Ad- 
ministration, etc. Those who may be 
unable to maintain a full $10,000 are to 
be advised they can have $1,000 or more 
in multiples of $500. 


Richard Fairchild, cashier at Dayton 
for Travelers, reported for army service 
this week. 








Twentieth 
Place... 


During 1943, this 
Company moved up 
two places to rank 20th 
among all Companies 
on total life insurance 
in force. 


Congratulations 
to our field organization 
whose efforts had so 
much to do with bring- 
ing this about. 


.) 
NATIONAL LIFE 
AND AACCIDENT 
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NATIONAL 
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ACCIDENT 
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Pittsburgh er ities: 
Gives Estate Planning Tips 


Henry Cooper, trust officer of the Peo- 
ples-Pittsburgh Trust Company, in ad- 
dressing the Pittsburgh C.L.U. chap- 
ter, observed that estate planning in- 
volves an analysis not only of the life 
insurance estate but also of the general 
estate with attention being given to the 
property owner’s plan of distribution. 
There must be a careful examination of 
all of a man’s assets and wishes in re- 
spect to them and this in turn will often 
reveal many opportunities for the sale of 
life insurance. 

Mr. Cooper pointed out that an agent 
cannot determine what portion of the in- 
surance estate shall be utilized to meet 
transfer costs until he has determined 
approximately the amount of those 


costs. That depends upon the size of 
the gross estate, including the insured’s 
general property and “also interests 


which may not pass under his will. 

Mr. Cooper developed by blackboard 
demonstration the actual calculation of 
the federal estate tax, Pennsylvania in- 
heritance tax, situations under which a 
state estate tax would be imposed, the 
fees which are prevalent in Allegheny 
county, the cost of administration and 
estimates as to other charges which must 
generally be met in cash. 


Savings Dissipated 


Many times in large estates an appar- 
ent saving in state inheritance tax 1s 
dissipated in the face of the Pennsyl- 


vania estate tax. An example of this 
is the man who holds $400,000 of life in- 
surance payable to a named beneficiary 
which in Pennsylvania and in most 
states is free of inheritance tax. Al- 
though such a property owner may hold 
no other assets, his insurance, neverthe- 
less, would be subject to a Pennsylvania 
estate tax of $6,400, only $1,600 less than 
if it were subject to the 2% direct in- 
heritance tax. When the estate consists 
of $500,000 of life insurance, the estate 
tax exactly equals the inheritance tax, 
that is, $10,000. 


Joint Work Is Necessary 


Even though an agent may be unwill- 
ing to prepare an exhaustive analysis he 
should be familiar with the procedure 
and some of the legal information neces- 

sary in order that a proper job can sub- 
sequently be performed by a trust officer 
working in conjunction with an attorney. 

Mr. Cooper remarked that too seldom 
does an assured arrange for the pay- 
ment of specific bequests out of life in- 
surance. In Pennsylvania a bequest to 
charity bears a 10% collateral rate of 
tax. The same bequest through a life 
insurance policy would be free of tax. 
The suggestion is equally applicable in 
the case of nephews and nieces. 

Mr. Cooper discussed his conclusions 
with respect to the effect of withdrawal 
rights in policies arranged under the in- 
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TOUCHTIES 


HUMAN 


LITTLE 


ONCE UPON A TIME there was a wise 
man who saw very far ahead. But 
even this man did not believe that 
he could see the whole future. 

He could provide his family with 
an ample insurance income, if he 
should die. “But,” said he, “sup- 
pose this regular monthly income 
falls short, sometime, in a crisis? 
What will my wife and children 
do then?” 

Because he loved them dearly 
this question troubled him. But he 
was a wise man, and he found the 
answer. Years passed, and he had 
died. In the same month in which 
his widow needed to pay for a very 
expensive operation, his two sons 
had a chance to buy a fine busi- 
ness at a bargain for cash. The 
regular monthly payments of the 
insurance were not great enough 


THE MUTUAL 


NEWARK 





MAKTL 





The Story of the Foresighted Father 


INSURANCE COMPANY 





(FROM OUR SERIES OF ADVERTISEMENTS IN HE SATURDAY EVENING POST) 


THE GREAT INSTITUTION 


for such calls. Could the family 
get a larger special payment at 
the very time they needed it? Yes. 

Because their foresighted father 
had found an insurance company 
that offers life insurance designed 
to meet changing needs. In his pol- 
icy, this wise father had marked 
the several ways that he foresaw 
his family might need his help 
someday. And at the very time the 
pressing calls came, the family 
had the right to use the funds in 
the very way that would best help 
them. Exactly as if their devoted 
father were still alive. to counsel, 
guide and help them. 


QUESTION: Which life insur- 
ance company is noted for its lib- 
eral settlement provisions? 


ANSWER: 
BENEFIT LIFE 


NEW JERSEY 








Women bought 33% of all ordinary 
life policies sold in 1943, representing 
about one-sixth the dollar volume or 
approximately $14% million, the Insti- 
tute of Life Insurance estimates. Sales 
to women increased 30% last year. 
Women also bought well over half the 
total number of industrial policies is- 
sued in 1943, representing $1%4 billion. 

Wartime employment and _ responsi- 
bilities are responsible for the sharp in- 
crease in ordinary sales to women. In 
1940 only 20% of the ordinary policies 
were sold to women. Sales to women 
by individual companies vary according 
to the special attention given to selling 
and servicing such risks. One company 
reports as high as 43% of its ordinary 
sales to women, while one industrial 
company attributes 58% of its sales to 
women. 

The institute analysis shows three- 
fourths of the women buyers are under 
30. Although there was a material in- 
crease among women war workers, all 
occupational groups showed gains, in- 
cluding housewives. 








terest option. The regulations of March, 
1943, issued in connection with the 1942 
revenue act have included in the defini- 
tion of “powers of appointment” the 
right of withdrawal. 

“If this be true, and since the act of 
1942 has made taxable to the estate of 
the donee of a general power of ap- 
pointment the full value of the appoin- 
tive estate, whether or not the general 
power of appointment is exercised, the 
existence of such a right of withdrawal 
in the case of a trust would force the in- 
clusion of the unwithdrawn portion of 
the principal in the estate of the donee 
of the power. My feeling is that the 
case of life insurance is analogous to 
the case of a trust, and that accordingly 
where an insured has arranged, for ex- 
ample, $100,000 of life insurance under 
the interest option, nevertheless giving 
the beneficiary full right of withdrawal, 
when the beneficiary dies not having ex- 
ercised her withdrawal rights, there will 
be included in her estate for tax pur- 
poses $100,000. A contrary position has 
been taken by the legal department of at 
least one of the large carriers, although 
I am supported by a number of attor- 
neys in this city and I believe by the 
legal een of another of the in- 
surance carriers 


Other Possibilities Suggested 


“Incidental to this problem is the sug- 
gestion by a number of leading tax law- 
yers that the failure of a beneficiary to 
exercise a limited withdrawal right, for 
example of $10,000 in any one year, non- 
cumulative, effects a gift to the contin: 
gent beneficiary named. Thus, for ex- 
ample, if an insured leaves $100, 000 of 
insurance under the interest option, 
granting to the beneficiary the right to 
withdraw up to $10,000 per year, non- 
cumulative, and the beneficiary elects 
not to withdraw in each of 10 successive 
years, she will then have not only util- 
ized her $30,000 gift tax exemption but 
will have effected taxable gifts of $70,- 
000. Personally, such a startling effect is 
rather hard for me to accept, but it 
raises the practical problem as_ to 
whether insured should fly in the face 
of the regulations issued by the internal 
revenue department. Very possibly the 
regulations in this regard will be held to 
have exceeded their authority, but until 
that fact has been demonstrated, it 
seems to me that many of the large in- 
surance estates should be reviewed with 
these possibilities in mind.” 





Figures on W. Va. Business 


New life business increased about 
$6,000,000 in West Virginia last year, 
totaling $199,608,547, and total life in- 
surance in force gained $56,824,592 to 
an aggregate of $1,191,702,394. There 
was $72,008,847 new ordinary, increase 
about 10%; $79,830,819 group, and $47,- 
768,881 industrial. 
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* ¢onees Men Urond’? 
to Keep Government 


Cover in Force 


NEW YORK — Metropolitan Life 
agents are being instructed to urge re- 
turning service men and women to keep 
their National Service Life Insurance in 
force and to aid them in every possible 
way so as to make it easy for them to 
retain their insurance. President Leroy 
A. Lincoln points out that discharged 
service men “will want to know what to 
do with this insurance and we have an 
obligation to see that they are compe- 
tently and conscientiously advised.” 


New Leaflet Available 


A leaflet, “What to Do About Your 
National Service Life Insurance,” has 
been prepared by Metropolitan Life for 
distribution to returning service men. 
“In considering what to do about this 
insurance,” it points out, “you should re- 
member that the government will con- 
tinue to pay part of the cost and that 
the policies will include, without addi- 
tional charge, a waiver of premium ben- 
efit in the event of total disability. For 
these reasons the premiums charged are 
so exceptionally low as to be a real bar- 
gain. 

“Hence, this company recommends, 
if the insurance fits your needs—and it 
will, in the great majority of cases—that 
you continue it, as is your right, for as 
much as you can afford, and, as soon as 
it is practical for you to do so, convert 
it to one of the permanent plans of in- 
surance provided under the plan. In the 
meantime, and this is important, you 
should continue to pay all premiums 
promptly as they become due, to the 
Veterans Administration, ‘Washington 
25, D. C., without regard to whether or 
not you receive a premium notice.” 

Metropolitan Life is also planning to 
publish a booklet of detailed instructions 
concerning the right to convert and 
other privileges to which owners of Na- 
tional Service Life Insurance are en- 
titled. 





National Association Has 


Midwestern Conferences 


The National Association of Life 
Underwriters will complete its series of 
conferences with state and local asso- 
ciation officers and directors in the next 
few weeks. Similar conferences have 
been held at many places in the country. 
There will be a meeting in Mason City, 
Ia., May 9 for Iowa and Minnesota and 
in Madison, Wis., May 11 for that ter- 
ritory. Herbert A. Hedges, president; 
W. H. Andrews, Jr., Jefferson Standard, 
vice-president, and Paul Dunnavan, trus- 
tee, Canada Life, Minneapolis, will at- 
tend the Mason City conference, and 
Mr. Hedges and Steacy Webster, Provi- 
dent Mutual, Pittsburgh, the one at 
Madison. Question and answer periods 
will be held. 





New Pension Trust Primer 


“A Primer on Pension Trust Taxa- 


tion” by Albert Hirst has been published 
by the “Weekly Underwriter,’ New 
York. Mr. Hirst, who is counsel for the 


New York State Association of Life Un- 
derwriters and special counsel for the 
National association, covers various 
pension plans as well as integration with 
social security and special limitations in 
regard to tax deductions. 





Uses Service Paper Space 


An advertising program in 17 mili- 
tary and naval publications has been in- 
itiated by Mutual Life which believes 
that life insurance messages, addressed 
to men in uniform now, will bear fruit in 
good will and sales when they return to 
civilian life. 

The campaign, prepared by Doremus 
& Co., features humorous cartoons by 
O. Soglow and Chon Day. 
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WAC Recruiting 


Program Perfected 


NEW YORK—Details of the course 
to train Women’s Army Corps recruit- 
ing personnel in locating prospective 
WAC recruits and selling them the idea 
of enlisting are now pretty well worked 
out. The plan of obtaining the aid of 
life insurance men in this project was 
described at the recent mid-year meeting 
of the National Association of Life Un- 
derwriters at Buffalo by Lt.-Col. C. W. 
Campbell, who is in charge of WAC re- 
cruiting and who in civilian life is man- 
ager for Prudential at Jacksonville. 

The program is aimed solely at teach- 
ing the WAC recruiters more effective 
methods of recruiting, though, of course, 
if life insurance people want to locate 
prospective recruits and motivate them 
to enlist such efforts would be very wel- 
come. 


Five Sessions 


The course for WAC recruiting per- 
sonnel, which will be given in New York 
City, consists of five two-hour sessions. 
The first session will be devoted to lo- 
cating the prospective WAC and induc- 
ing her to go to the recruiting office. 
This part is being worked out by Frank 
Maher, superintendent of agencies, in- 
dustrial department, John Hancock Mu- 
tual Life, which has put on some 800 
women agents since the war started. 

The second session’s first hour is 
being developed by Manager James E. 
Bragg of Guardian Life on the overall 
general problem of winning the war, not 
only for use in talking to the WAC 
prospect but in talking with centers of 
influence who might be sources of pros- 
pects. Also such material might be used 
in addressing Rotary clubs and other 
civic groups. The second hour of this 
session will be on selling the prospect 
after she is at the recruiting office, It 
will present the job, the need of WACs, 
what the WAC program has to offer the 
girl, the number of different types of job 
she can apply for, etc. The third two- 
hour session is also on this. It is in 
charge of Max Fisher, assistant secre- 
tary Metropolitan Life. 

After she gets this sales talk the pros- 
pect is asked if she wouldn’t like to take 
the mental alertness tests. If she takes 
this the next step is to suggest that she 
take the physical test. An investigation 
is also made and if she passes on all 
three she is sworn in. 


Principles of Closing 


The fourth two-hour session, which is 
being developed by J. H. Evans of 
Home Life, is on the principles of clos- 
ing. Closing is no problem unless the 
girl hesitates at taking the mental alert- 
ness tests, Closing includes answering 
objections, such as a preference for the 
Navy WAVE uniform, or fear of being 
unable to live on a smaller income than 
the girl has been used to. It has been 
found that there are certain standard ob- 
jections, just as with buying life insur- 
ance. The answer to the preference for 
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ae Public Relations, 
But He Got to Ball Game 





An agency cashier the other day had 
on his hat and coat leaving for the open- 
ing baseball game of his city’s club when 
he was called to the ’phone to speak to 
a policyholder. This assured, it imme- 
diately developed, was not one of the 
bright kind. “What is the trouble with 
the company?” he asked. 

The cashier replied that the company 
was still all right so far as he knew, 
whereupon the policyholder sputtered 
indignantly: “Then why is my dividend 
only $56.10 this year? Last year I got 
$74.20.” 

“Good heavens,” the cashier thought. 
“Do I have to give this bird the No. 2 
talk about interest rates, war mortality 
reserve, etc.?” And then he got an in- 
spiration. 

“Well,” the cashier said, in very firm 
and insinuating tones, “if you got $74.20 
from the company last-year, all I can 
say you had better not tell anybody 
about it.” The policyholder muttered a 
hurried “Thank you,” then hung up and 
the cashier triumphantly got to the ball 
game in time. 

He said he hopes Holgar Johnson 
doesn’t hear about it, because he knows 
it isn’t what is called good public rela- 
tions. 








the WAVE uniform is that the WAC 
uniform is government issue and when 
it wears out the government gives her 
another, whereas the WAVE 


to pay for replacements herself. 

As to salary, the comeback is that be- 
cause of room, board, and clothing and 
the income tax exemption the WAC 
private gets the equivalent of about $200 
a month. 

The last two hour session is on the 
visual sales manual that is being de- 
veloped, which shows in a graphic way 
what has been taught in the previous 
sessions. It is hoped that the appropria- 
tion will be sufficient to permit this man- 
ual to be an outstanding job. It will 
also be used in presenting the WAC 
sales story to the prospective recruit. 

In addition to those already mentioned 
the life insurance committee includes 
Ben Williams, director of training, Mu- 
tual Life, chairman; Dudley Dowell, 
vice-president New York Life; Ward 
Phelps, administrative assistant, agency 
department, Mutual Life; and W. P. 
Worthington, agency vice-president, 
Home Life of New York. 





Insurance Committee to Meet 

WASHINGTON, D. C.—The U. S. 
Chamber of Commerce insurance com- 
mittee, headed by James Madden, 
Metropolitan Life, will meet here May 
4 to discuss legislative, administrative 
and business policy matters concern- 
ing insurance. It is understood a num- 
ber of national figures, including mem- 
bers of Congress and government offi- 
cials will attend and participate in the 
off the record discussions. 
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NEBRASKA 


Allen May, President 








You couldn’t pick better spots! 


General Agency openings in these splendid 
territories, with incentive-pay contracts! 


For further information write to our Agency Dept. 
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Lloyd Is Gurtenals Ss 
Chief Assistant 


SAN FRANCISCO—Cecil C. Lloyd, 
formerly assistant superintendent of the 
compensation and liability department 
of Hartford Accident’s metropolitan de- 
partment here, has been appointed chief 
assistant insurance commissioner of Cali- 
fornia. 

A graduate of the University of Cali- 
fornia, where he completed the insurance 


courses under Prof. A. H. Mowbray 
with high ranking, Mr, Lloyd joined 
Hartford Accident in 1930 on recom- 


mendation of Professor Mowbray. He 
is regarded as one of the outstanding 
younger executives in San Francisco 
and has served as president of the Cas- 
ualty Underwriters Club. 





Trust Officers and Pension Trusts 


WASHINGTON—That bank trust 
officers should cooperate fully with in- 
surance agents in connection with pen- 
sion trust plans is the belief voiced by 
Lucien Mercier, Washington attorney 
who has been handling a number of 
pension trust plans. It is not the func- 
tion of trust officers to discourage em- 
ployers from setting up pension trust 
plans, he said, pointing out that the 
banks’ responsibility in such cases may 
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be solely that of custodian of a pension 
trust fund. 

Mr. Mercier expounded this view at 
a recent meeting of the trust officers 
division, Ohio Bankers Association, at 
Columbus. Last week he addressed the 
Columbus chapter of the National Asso- 
ciation of Cost Accountants on pension 
and profit sharing trusts. 


S. F. Round Table Members 
Average $392,000 in 1943 


SAN FRANCISCO—A total of $21,- 
884,752 life insurance was paid for in 
1943 by the 61 members of the San 
Francisco Quarter Million Round Table 
with premiums of $759,906 represented 
by 4,926 policies, Robert A. Davies, New 
York Life, chairman, reported at the 
annual dinner. Average volume per 
member was $392,000, average premiums 
$14,000 and average number of policies 
written 89. There are two women mem- 
bers, Mrs. Bruce M. Ashton, Connecti- 
cut General, Salinas, having topped the 
$500,000 mark, and Mrs. Estelle W. 
Nagle, New York Life, San Francisco, 
who has been in the business for only 
two years. Chairman Davies presented 
certificates of membership to those quali- 
fied. W. L. Montgomery, San Fran- 
cisco Chamber of Commerce, was the 
main speaker. 








to a minimum. 


issued promptly. 








You've heard of this new basic English in which the essen- 
tial words to carry on a conversation have been reduced 
Well — at Central Life we talk and think 
in terms of basic field men's language. When you deal 
with our officials you don't run into any high hat stuff be- 
cause all our officials know your problems from experience 
. .. from actually going out in the field and rubbing elbows 
with prospects and policyholders. 

We know, as you know, that in getting new business there 
is nothing like a wide variety of low priced contracts in 
getting a prospect interested. Our preferred risk contract, 
for example, provides a large amount of protection for a 
little premium. It is just the contract to sell to bond-buyers- 
and tax-payers who need more protection but use lack of 
extra cash as an excuse for putting off buying. 

Operating on the principle that the only policy which 
pays the agent is the one that is delivered, Central Life 
has a standing order .. . "full speed ahead on all apps" 
. . . So that you can be certain that your policies will be 


For further details write: 


* 
CENTRAL LIFE 


Insurance Company 


of Illinois 


211 W. Wacker Drive, Chicago 
Alfred MacArthur, 


President 
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Efticient Management Still Main Problem 


Although progressive life insurance 
recognize the forward steps be- 
by many companies in the 
adoption of new compensation plans 
for agents, they should read the down- 
to-the-earth message in this issue which 
\W. P. Worthington, vice-president and 
superintendent of agencies of Home Life 
of New York, before the Detroit mana- 
gers. Liberal contractual arrangements 
and salary plans will not solve recruit- 
ing and production without efficient 
management, he points out. 

In another Detroit talk, also reported 
in this issue, Harry T. Wright, Equit- 


men 
ing taken 


able Society, Chicago, and past N.A.L.U. 
president, objects to the tendency of 
some managers to put all the blame for 
their shortcomings on the home offices 
which is much in line with Mr. Worth- 
ington’s thoughts. 

Improvements in working relations 
and more equitable contracts are de- 
sirable and should be constantly en- 
couraged but no contract is any better 
than the intent behind it. Maybe we all 
have been tending to think too much 
about the desirability of new plans and 
not enough about the best way of mak- 
ing them work. 


See Blessings in Disguise 


Sometimes companies chafe at restric- 
tions. Some legislation is passed or 
some ruling made that appears to them 
to be decidedly dangerous and_ they 
“view with alarm” what had been done. 
In a recent address Vice-president L. 
Seton Lindsay of the New York Life 
was speaking of expense ratios and the 
necessity in these days of watching that 

He referred to the public reac- 
to life insurance expenses during 
Armstrong investigation in New 
York state some 40 years ago. He was 
a young agency man at the time and 
the public criticism made a lasting im- 
pression on him. As a result of the in 
vestigation legislation was enacted plac- 
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Changing Conditions 


when changes come 
One cannot foresee 

They are kaleido- 
in their nature. A man gifted 
with the finest sense of predictions 
cannot foresee the picture that will be 
confronted down the road. 

In view of this situation all insurance 
people need to be alert and responsive 
to new demands and new _ needs. 
Changes that are about us affect insur- 
ance. They should not be overlooked. 
The business should be on its toes and 
should be quick to sense trends and 
altered conditions. Insurance salesmen 


THESE are times 
with great rapidity. 
even a week ahead. 
scopic 


ing limitation on expenses. 

Mr. Lindsay tells how the company 
officials thought that such barriers 
would be a great handicap and a bur- 
den but he now acknowledges that what 
was done was a blessing in disguise. As 
he puts it, it was always difficult to 
hold down expenses but the New York 
law has been of great help in assisting 
companies to be conservative. 

Therefore we can learn a lesson from 
this. We get accustomed to doing 
things in the same old way and feel that 
any restriction or change of moment is 
almost annihilating. Yet after all many 
of these limitations are desirable. Some- 
times we hide our heads in the sand. 


Require Service 


That was a very interesting survey 
made by W. C. Rhoades of New York, 
who is connected with the agency 
department of the Marine Office of 
America. His organization sent out to 
its agents in 13 states certain inquiries 
as to how local agents were using the 
material at their hands and = which 
should be employed. He found that 57 
percent of the agents have been reading 
more in insurance papers. That is, that 
number have been alive and_ taken 
advantage of what is placed before them 
for their own advantage and profit. 
This probably is a very clear indication 
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PERSONAL SIDE OF THE BUSINESS 





Theodore E. Hedlund, group super- 
visor of Equitable Society in Boston, a 
former Boston newspaper man and vet- 
eran flier of the first world war, has 
been appointed chief secretary to U. S. 
Senator Sinclair Weeks of Massachu- 
setts. 

Ron Stever, general agent of Equi- 
table Society in Los Angeles and im- 
mediate past chairman of the Million 
Dollar Round Table, was a visitor at 
the state meeting and sales congress in 
Chicago last week. 

B. J. Stumm, rer agent of North- 
western Mutual Life at Aurora, IIl., was 
host to 18 of his district agents from 
22 counties at the state meeting and 
sales congress held in Chicago. This 
is a regular custom of Mr. Stumm. In 
the delegation was B, L. Peck of Mt. 
Carroll, Ill, who has been 30 years with 
the company and is president of North- 
western Mutual District Agents Asso- 
ciation. 


of Evanston, IIl., wife of the general 
agent of Mutual Benefit in Chicago. 
Mrs. Cook is a member of the Evanston 
Public Library Board, is chairman of its 
regular book committee and also chair- 
man of the Victory book campaign that 


is being carried on for the benefit of | 
She secured | 


libraries for armed forces. 
her Ph.D. degree from the University of 
Chicago. Her father is chairman of the 
Library Board at Mt. Vernon, Ind. She 
has been president of the Evanston Par- 
ents & Teachers Association and _ has 
taken a prominent part in amateur 
dramatics. She is well known as a book 
reviewer. 

C. T. Abell, Los Angeles general 
agent Pacific Mutual Life at San Jose, 
Cal., has been notified by the War De- 
partment that his son, 
war prisoner in Germany. He previ- 
ously had been reported missing on an 
air mission. 


Martin D. Johnson, chief auditor oi 
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Penn tercentenary celebration. He has 
also been reappointed by Governor Mar- 
tin for a second five-year term on the 
Pennsylvania historical cOmmission. 
Neither of these posts carries any salary, 
nor does his position as secretary of the 
Pennsylvania Republican committee 
which will take him to Chicago for the 
national convention a week after the 
National Association of Insurance Com- 
missioners meets there. 

Grover A. Tompkins, for years an ex- 
aminer in the Michigan insurance de- 
partment, was married in Chicago this 
week to Clare Kenmff, Rockford, III. 
A number of insurance people attended 
the reception. 

Newell C. Day, Davenport, Ia., gen- 
eral agent of Equitable Life of Iowa, 
gave the commencement address last 
Sunday at his alma mater, Macy (Ind.) 
High School, and also this week was to 
give other commencement addresses in 
Illinois and Iowa. He will address a 
joint meeting in Chicago, May 23, of 
the Chicago and Milwaukee Cashiers 
Associations, and the Hughes agency of 
Massachusetts Mutual in- the morning 
and the Gary (Ind.) Association of Life 
underwriters at noon. 

Victor M. Stamm, general agent in 
Milwaukee of Northwestern Mutual 
Life, has been elected to the Region 7 
executive committee of adult leaders, 
30y Scouts of America. 

William B. Rumple, Metropolitan 
manager for the District of Columbia, 
has been appointed chairman of the 
insurance division, fifth war loan cam- 
paign at Washington. 

John R. Hardin, president Mutual 
Benefit Life, has started on his ninth 
term as a member of the Essex county 
park commission. He was first appointed 
to the commission in 1903. 

The agency staff and office force of 
the Newark agency of Mutual Life sent 
55 carnations to W. Reginald Baker of 
the agency, who completed that num- 
ber of years with the company on April 

He is a past president of the Life 
oe ante Mel Association of Northern 
New Jersey. 


Maurice E. Benson, assistant counsel 


American Life Convention, is the father 
of a daughter, born at Evanston Hos- 
pital A son, Barrett E. Benson, was 


born in 1940. 
Capt. Edward D. Millea, who in civil 


life is assistant superintendent of claims 
of E quitable Society, was heard the other 
evening in radio symposium on “Jobs 
for Veterans” sponsored by the business 
forum of the Commerce & Industry As- 
sociation of New York. Captain Milea 
is chief, veterans personnel division, 
New York City selective service head- 
quarters. He is a former president of 
the International Claim Association. 

A son, Richard C. Walz, has been 
born to Rose Walz of New York and 
2d Lt. Harry G. Walz, formerly of the 
ordinary policy division of Metropolitan 
Life and now a German war prisoner. 
The father was bombardier of a Flying 
Fortress that did not return from the 
raid on Frankfort Jan. 29. 

George Barmore, vice-president and 
superintendent of agents of Federal Life, 
is in Grant Hospital, Chicago, recover- 
ing satisfactorily from an operation. He 
will not be back on the job for another 
month. 





DEATHS 


George R. Douglass, 47, with Mutual 
Benefit Life in Indianapolis, died sud- 
denly Monday from a heart attack. He 
had previously been manager of Mutual 
Benefit and served as president of the 
General Agents & Managers Association 
of Indianapolis. 

George W. Hudson, 77, with Pruden- 
tial since 1897, died at his home in Ken- 
Osha, Wis. He served as assistant su- 
perintendent ii Janesville and Beloit, 
Wis., and went to Kenosha in 1904. He 
retired in 1930. 

Albert H. Boyce, former California 





.secretary, 


manager of the Capitol Life, died at his 
Hollywood, Cal., home after a lingering 
illness. For many years he represented 
California-Western States Life. 


Grover C. Griffin, manager at Greens- 
boro, N. C., for Life of Virginia, died 
recently at the age of 57. He joined 
Life of Virginia in 1911 at Norfolk, 
served for several years as manager at 
Portsmouth and became Greensboro 
manager in 1933. He was a past presi- 
dent of the Greensboro Association of 
Life Underwriters. 


C. I. D. Moore, formerly vice-presi- 
dent of Pacific Mutual Life and promi- 
nent in business, church and social af- 
fairs in Los Angeles since the beginning 
of the century, died at his home there 
at the age of 79. He is survived by his 
widow, Mrs. Emily Maul Moore; two 
sons, Douglas E. C. Moore and Ruther- 
ford D. Moore, and a daughter, Mrs. 
Catherine I. Hill. Services were held 
April 26. 

Born Feb. 16, 1865, on a farm at Is- 
lington, Ont., he was graduated as a gold 
medalist from University of Victoria 
(now University of Toronto), and went 
to Japan as a teacher in a Methodist 
mission presided over by Dr. George 
Cochran, father of George I. Cochran, 
former president of Pacific Mutual Life. 
Mr. Moore wed Miss Emily Maud 
Cochran, Dr. Cochran’s daughter. 

Returning, Mr. Moore engaged in edu- 
cational work, was principal of the Santa 
Monica High School, 1892-1902, then be- 
came an agent of Conservative Life 
which later merged with Pacific Mutual. 
He was elected a director of Pacific 
Mutual, for many years was assistant 
secretary and vice-president, 
with responsibilities in the agency de- 
partment, and was editor of Pacific Mu- 


tual’s house organ, “Field News” and 
wrote the well-known column “CID 
Says: 


He retired in 1935, but continued ac- 
tive as a trustee of U niversity of South- 
ern California, and in the University 
Rellsious Conference and civic work. 

John F. Schroth, 54, for many years 
with Aetna Life at Rochester, N. Y., died 
unexpectedly at his home there. 





COMPANIES 


V. R. Smith Is 
Named President 


TORONTO—Victor R. Smith has 
been elected president of Confederation 
Life, succeeding C. S. Macdonald, who 
becomes board chairman. Mr. Mac- 











Vv. R. 


SMITH 


donald resigned as president owing to 
ill health. He is the son of the late 
J. K. Macdonald, one of the founders of 
Confederation Life in 1871. He started 
in the actuarial department in 1898 and 
has been president since 1930. 

Mr. Smith joined Confederation Life’s 


actuarial department in 1908 and was 
appointed assistant actuary in 1914 and 
actuary three years later. He also be- 
came assistant general manager in 1929 
and then general manager in 1932. He 
gave up his actuarial duties in 1936 and 
became a director. Mr. Smith was presi- 
dent of the Canadian Life Officers’ As- 
sociation from 1934 to 1936. He will 
continue his duties as general manager 
for the present. 


N. W. Mutual Sales 
Up 46.9% in Quarter 


Insurance sales of Northwestern Mu- 
tual Life the first quarter totaled $73,- 
260,519, an increase of $23,385,300 or 
46.9% with $707,884 in life annuities. 
Insurance in force March 31 was $4,- 
308,997,844, increase $159,091,910. Assets 
reached a new high of $1,661,532,522, an 
increase of $113,218,229 since a year ago. 

Since the start of the present war, 907 
Northwestern Mutual policyholders with 
$3,240,000 of insurance, have died or are 
missing in action. 

President M. J. Cleary reported that 
the section of the American people with 
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Occidental Life increased its Accident and Sickness 


premium income 44.6% in 1943... 


NO INCREASE IN RENEWAL PREMIUMS 
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VV. H. Jenkins, Vice-President 


“We pay lifetime renewals — they last as long as you do” 


whom Northwestern Mutual deals is do- 
ing a good job of putting its financial 
house in order to meet after the war 
conditions. The farmer, instead of spec- 
ulating by putting his surplus earnings 
resulting from war prices into more 
land, as he did in 1917-18, is paying off 
or sharply reducing his debts. The same 
is true of the home owner and the owner 
of business properties. They will be in 
a position to withstand debt strains that 
ruined many of these classes in the 
1920’s and 1930’s. 

Policyholders that were forced to bor- 
row part or all of the cash value of their 
policies during that same period have 
liquidated a large part of the indebted- 
ness. 


Excelsior Life Advances Three 


Excelsior Life of Toronto has ad- 
vanced G. Price Thomson to assistant 
general manager and joint actuary; A. P. 
Johnston, assistant treasurer, and Mor- 
gan S. Crockford to assistant secre- 
tary. Mr. Thomson joined the actuarial 
staff in 1926 and was appointed assist- 
ant actuary in 1937 and joint actuary in 
1939. 

Mr. Johnston has completed 20 
years’ service, having started in 1924 as 
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chief accountant. Mr. Crockford joined 
Excelsior in 1926, becoming advertis- 
ing manager in 1929 and sales promotion 
manager in 1940. He will continue to 
direct Excelsior Life’s advertising. 





Columbian National 
Capital Now $3,000,000 


of Columbian National Life 
increased from $2,000,000 to 
by a payment of a stock 


Capital 
has been 
$3,000,000 
dividend. 





North American, Can., Promotions 


J. T. Bryden has become assistant 
treasurer and executive assistant of 
North American Life of Canada. V. X. 
McEnaney has been named supervisor 
of field service and agency assistant and 
E. Morton advertising manager and 
agency assistant. 





Supreme Liberty Examination 


Examination of Supreme Liberty Life 
of Chicago by the Illinois department 
shows assets of $3,577,783, as at June 
30, 1943. Capital is $100,000, contingency 
reserve $100,000 and surplus $447,071. 


_ World of Omaha has been licensed in 
South Carolina, the 18th state in which 
it is operating, W. F. Wheeler of 


THE NEW INSURANCE 


MONEY 


issued by the 


ILLINOIS BANKERS LIFE ASSURANCE 
COMPANY 


THE INCOME BUILDER 


|. We have a NEW PLAN to enable you to make more 


money in these times. 
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HUGH D. HART 


Vice President and Director of Agencies 
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This Insurance Pays All Ways: 


Raleigh is named South Carolina man- 
ager. 








Cashiers Panel at Davenport 


A new feature at the sales congress 
of the Davenport Association of Life 
Underwriters April 29 will be a cash- 
iers’ panel meeting, along with panels 
on programming, package selling and 
management, already announced. 

Miss Marguerite Powers, cashier of the 
Prudential ordinary office and presi- 
dent of the Davenport Cashiers Associ- 
ation, and Miss Luella Clark, conserva- 
tion manager of Equitable Life of Iowa, 
Des Moines, will present the panel. Miss 
Clark is also responsible for her com- 
pany’s educational course for agency of- 
fice personnel, and edits ‘““Equiowa Cash- 
ier,’ a monthly publication for the 
agency clerical force. 





Suit for $5,000 damages has been filed 
against the Hooper-Holmes Bureau at 
Charleston, W. Va., by Thurman 
Greene, arising out of a report sub- 
mitted by Hooper-Holmes on an appli- 
cation for insurance by Greene. 


E. T. Proctor, Nashville, general 
agent of Northwestern Mutual, went 
to Wellesley, Mass., to serve as escort 
for his daughter, Miss Patsy Proctor, 
at the junior prom. 
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LIFE AGENCY CHANGES 





Diggs Takes Son 
Into Partnership 


Simultaneous with the celebration of 
his 30th anniversary as Richmond gen- 
eral agent of Penn Mutual Life, Gaius 
W. Diggs has announced that his son, 
A. Braden Diggs, is now a partner in 
the agency which will operate as Gaius 
W. Diggs & Son. A. Braden Diggs 
joined his father in 1929 as a personal 
producer and since 1932 has served as 
assistant to the general agent. 

Gaius W. Diggs has actually served 
35 years in Penn Mutual ranks. In 1905 
he began as cashier inthe office of Capt. 
Cunningham Hall and, some_ years 
later, after Captain Hall’s death, Mr. 
Diggs entered into partnership with 
Herman Moseley. Mr. Diggs is a past 
president of both the Richmond Asso- 
ciation of Underwriters and the Rich- 
mond Association of Life General 
Agents. He is executive committee 
chairman of the Morris Plan Bank of 
Virginia. 

He entered life insurance in 1900 in 
Baltimore. He was later with Sun Life 
in Richmond and also superintendent of 
agents in the Richmond office of Mu- 
tual Life before going with Penn Mu- 
tual as general agent. 

A. B. Diggs has served as director of 
the Virginia Association of Life Under- 
writers as well as secretary-treasurer 
of the Richmond association. 





General American Life 
Names Kohl and Shaw 


Paul S. Kohl has been appointed gen- 
eral agent of General American Life in 
Cedar Rapids, Ia., and O. L. Shaw in 
Fort Wayne, Ind. 
Both are life men 
of long experience. 

Mr. Kohl entered 
the business 16 
years ago, and es- 
tablished an out- 
standing record as 
a personal producer 
for seven _ years. 
He has been equal- 
ly succes stl 
in agency building 
in his nine years of 
general agency ex- 
perience. He has 
been general agent 
of Alliance Life for the eastern half of 
Iowa. He is chairman of meetings of 
the Cedar Rapids Association of Life 
Underwriters, a member of the executive, 
board of the General Agents & Man- 
agers Association and a former officer 
of both organizations. 

Mr. Shaw is associated with Yoste 
& Zent, Fort Wayne general insurance 
firm. He entered life underwriting in 
1928, after several years of sales ex- 





oO. L. 


Shaw 


perience in office equipment. From 1932 
to 1942, he served as state manager of 
Lafayette Life and since then has been 
home office field supervisor. He has 
been especially active in Optimist In- 
ternational, and served as governor of 
the 17th district in 1941. 


Purves Connecticut Mutual 
Agency Head at Albany 


James T. Purves has been appointed 
general agent at Albany by Connecticut 
Mutual Life. He formerly was with 
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JAMES T. PURVES 


Connecticut Mutual at Syracuse from 
1937 to 1939, and for the last five years 
has been with the Clay Hamlin agency 
of Mutual Benefit in Buffalo. 

Mr. Purves has been in the life insur- 
ance business since he was 21, when he 
became associated with Metropolitan. 
For 18 years of that time he served as 
agent, district manager and agency su- 
pervisor. From 1931 to 1937 he was as- 
sociated with Equitable Life of Iowa at 
Syracuse, a part of the time as district 
manager. 





Farmers & Traders Appointments 


Farmers & Traders Life of Syracuse 
has made three new general agency ap- 


pointments: Leo Winslow, Norridge- 
wock, Me.; Ross L. Lawrence, Cos- 
hocton, O., and Sherman K._ Ives, 


Thomaston, Conn. 





Maffett Atlanta Supervisor 

Norris Maffett has been appointed 
supervisor of the P. L. Bealy Smith 
agency of Connecticut Mutual Life in 
Atlanta. He entered life insurance about 
eight ago as a producer in the Pru- 
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dential ordinary office in Atlanta and in 
1941 became manager of National Life 
of Vermont with Haas & Dodd, gen- 
eral agents. He is an alumnus of Geor- 
gia Tech and is active in association 
and C.L.U. affairs. 


Lt. Col. O’Keeffe Now Aid 
to Benson at Cincinnati 


Lt. Col. Eugene O’Keeffe has been 
appointed assistant manager of the home 
office agency of Union Central and will 
assist Judd C. Benson in all matters per- 
taining to new business. Col. O’Keeffe 
was formerly associated with Mr. Ben- 
son in Kansas as district manager at 
Hutchinson and more recently was in 
the financial department of the army. 








Pan-American Names Fraser 


Paul H. Fraser has been appointed 
general agent of Pan-American Life in 
Atlanta, with headquarters in the C. & S. 
Bank building. The past two years Mr. 
Fraser has been director of Red Cross 
work in military camps. He is not new 
to life insurance, his last connection 
having been with the Prudential or- 
dinary office in Atlanta. 


Pilot Life Carolinas Change 


A. B. Parker, formerly of Roanoke, 
Va. has been appointed manager at 
Charlotte, N. C., for Pilot Life taking 
the place of D. W. Reed, resigned. Mr. 
Parker will handle the North Carolina 
part of the field. C. M. Daniel, who has 
been assistant manager at Charlotte, has 
been appointed manager of a new office 
at Spartanburg, which will handle the 
South Carolina territory that was for- 
merly supervised from Charlotte. 


Ohio National Names Peltz 


Albin Peltz of Schuyler, Neb., has 
been appointed general agent by Ohio 
National Life for east central Nebraska. 
He has been district manager of Mu- 
tual Life for 18 years. 


Carroll with Reserve Loan 


Reserve Loan Life has appointed Al- 
vah A. Carroll as general agent at 1205 
Donaghey building, Little Rock. He 
was general agent for National Equity 
at Little Rock. : 





President Thomas W. Wert spoke at 
a meeting of the Tennessee district of 
American Life of Alabama in Memphis. 
He commended the agents for their ex- 
cellent production and reported that 
women agents are doing a grand job. 
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NAVAL SPEAKERS MAY 11 


Commanders A. C. Jacobs, in charge 
of the naval war casualty rehabilitation 
program, and Hart,. who was 
senior chaplain of U.S.S. Hornet, will 
speak at a dinner meeting of the New 
York City Life Underwriters Associa- 
tion May 11. Lester Einstein, Mutual 
Benefit, will report as chairman of the 
nominating committee. 





STUDENTS TO HEAR COUDERT 


Sen. F. Coudert, a member of the in- 
sudance committee of the New York 
legislature, will speak to students who 
have successfully completed life insur- 
ance courses of the Insurance Society 
May 4. A. G. Borden, 2nd vice-presi- 
dent Equitable Society, chairman of the 
society’s life insurance committee, will 
preside. 

Mr. Borden and John J. King, presi- 
dent Hooper Holmes Bureau, are among 
those who have been nominated for 
election as directors of the Insurance 
Society at the meeting May 26. 





OPENS BROOKLYN AGENCY 


H. E. Reinis, associate general agent 
of the Cromwell agency of Manhattan 
Life, New York, since 1939, has been 
appointed general agent in Brooklyn. 
Mr. Reinis has been in the business since 
1923. He was the first secretary of 
the Brooklyn Life Supervisors Associa- 
tion, organized in 1937. 

The office will be located at 50 Court 
street and will be the first agency the 
company has had in Brooklyn in a num- 
ber of years. 





N. ¥. LIFE “AD” AGENCY 
Compton Advertising, Inc., has .been 


appointed advertising agency for New 
York Life. 


TAKE $30 MILLION BURLINGTON 


Five major life companies have agreed 
to purchase $30 million of collateral 
trust 314% bonds of the Chicago, Bur- 
lington & Quincy Railroad. The bonds 
would be due in 1969. The deal is com- 
plete except for approval of the inter- 
state commerce commission, but no 
hitch is expected from that source. 

The companies and their participa- 
tions are: Equitable Society, $14 mil- 
lion; Metropolitan Life, $10 million; 
Northwestern Mutual, $3 million; Mu- 
tual Benefit, $2 million, and New Eng- 
land Mutual Life, $1 million. 

There is $10 million not being taken 
by the life companies that is being han- 
dled by banks in the form of serial 
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1. Life Insurance 
2. Double Indemnity 
- Triple Indemnity 


Vice President and 





United Life and Accident 


Concord, N. H. 


Representatives Have Something Unusual to Sell 


Insurance contract which contains: 
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4. Non-cancellable Accident Insurance 
5. Waiver of Premium 
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notes due $2 million each year and 
bearing not more than 2% interest. 





MARKS 40TH ANNIVERSARY 

The Goulden, Cook & Gudeon agency, 
New York, general agents for Connecti- 
cut General, is celebrating its fortieth 
anniversary. It is the oldest life in- 
surance brokerage organization in New 
York and one of the largest. In the 40 
years insurance in force in the agency 
has increased to more than $125 mil- 
lion. 

Since 1912 the agency maintained the 
largest commercial accident account in 
the company. In 1918 a group depart- 
ment was organized and many large 
companies have arranged group insur- 
ance through this agency. 

Walter T. Gudeon started with the 
agency in 1909 and was admitted to 
partnership in 1915. 

P. Walter Cook joined the agency in 
1912, formerly having been vice-presi- 
dent of Empire State Surety. 

C. W. Sabin joined the agency last 
December as manager. Since 1933 he 
was associated with Connecticut Gen- 
eral’s 225 Broadway office. 

Earle Y. Duncanson, associate general 


agent, has been with the agency since 
1925. 

On Tuesday the agency was host to 
several hundred members of the New 
York insurance fraternity at a buffet 
dessert. 


N. ¥. MARCH BUSINESS 

Sales of ordinary insurance in New 
York City for March, as estimated by 
the Sales Research Bureau and released 
by the New York City Life Underwrit- 
ers Association, were $62,702,000, as 
against $48,362,000 for March, 1943. 


CHICAGO 


IVAH PEARSON HEADS WOMEN 

Ivah W. Pearson of the Reno agency 
of Equitable Society in Chicago was 
elected chairman of the Women’s Divi- 
sion of Chicago at its annual meeting. 
She succeeds Hester Bone Phelan of the 
Woody agency of Equitable Society. 
The election was held at a luncheon 
meeting Saturday during the Chicago 
sales congress. 

















TWO CHICAGO GROUPS MEET 

The annual meeting of the Chicago 
Life Insurance & Trust Council will be 
held May 25. Harve H. Page, Northern 
Trust Company, is president. Paul W. 
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20th Year 


and in War. 
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Golden Anniversary 1944 
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in Peaee and in War! 


* The State Life Insurance Company has paid 
$144,000,000 to Policyowners and Beneficiaries 
since organization September 5, 1894... The 
Company also holds over $59,000,000 in Assets for 
their benefit . . . A total of $17,500,000 is invested 
in War Bonds and U. S. Government securities . . . 


Life Insurance and The State Life serve in Peace 
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END 


“T don’t know when this will reach 
you. Just a little remembrance of my 
love for you. Would you somewhere, 
in some garden, plant a rose for me?” 

* * * 

So wrote a Marine Sergeant to his 
sister on the back of a photograph 
sent by him from the Southwest 
Pacific and received by her last 
October. 

A month later, the Marine Sergeant 
was killed in the occupation of 
Tarawa, in the Japanese-held Gilbert 
Islands. He lies buried under the 
sands of that blood-stained beach- 
head. 

“The bravest Marine I ,ever saw,” 
comments a comrade, who landed 
with him and fell seriously wounded 
while his mate died. 

On February 5, 1938, the Bankers 
Life Company of Des Moines issued 
a policy upon the life of a 17-year-old 
schoolboy of San Antonio, Texas: 
William J. Bordelon, Jr., son of the 
Cashier of the Bankers Life Agency 
in that city. 

The boy had been a Christmas 
present to his father and mother; born 
on December 25, eee 

“Only five of 1 us, including Bill 
Bordelon and myself, got out of our 
landing craft and made the beach 
alive,” says Marine Sergeant Elden 
Beers, “Bill’s” buddy, now in the U. S. 
Marine hospital at San Diego. “We 
immediately got tangled in barbed 
wire. By some miracle we freed our- 
selves. There was a four-foot seawall 
and we five were pinned against it by 
heavy fire. 

“Bill took the charges and exposed 
himself to fire by standing up while 
he pitched two sticks of dynamite at 
the Jap snipers. . . . He took the last 
two charges and insisted on crawling 
toward the enemy embankment. He 
knocked out the machine gun. He 
saw one of our wounded fellows float- 
ing in with the tide. Bill went to help 
him; was wounded again. He de- 
stroyed the machine gun nest after he 
had been wounded again.” 

% & & 


In March, 1944, the Bankers Life 
Company paid the death claim on the 
life of Marine Sergeant “Bill” Borde- 
lon; paid it to the father who had 
suggested he take it out in his own 
Company, and to his mother. 

“Roses are blooming in Picardy.” 
They may never bloom on the sands of 
Tarawa. But his sister has found a 
garden and planted roses for him, 
where they bloom bright red—red as 
his spent blood. 


x *k * 
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Cook, general agent Mutual Benefit 
Life, is program chairman. 
The Life Agency Supervisors’ Club of 


Chicago will hold a meeting May 11. 


POLICIES 


Prudential Increases Limit 


Prudential now will accept $1,000 on 
the intermediate monthly premium basis; 
formerly, the maximum acceptable was 
$800. No change was made in the non- 
medical rules or other underwriting rules 
applying to this type of business. The 
total maximum on one life continues at 
$2,100. 


Air Clause Liberalized 


Lincoln National Life has liberalized 
its aviation restriction clause so as to 
provide limitations if the assured is killed 
as the result of riding in or descending 
from any kind of aircraft that is oper- 
ated for military or naval purposes, op- 
erated for any aviation training or of 
which the insured is acting as a pilot or 
member of the crew. The old clause pro- 
vided for a restricted benefit if the in- 
sured died from aviation except as a 
fare-paying passenger on a commercial 
airline. No changes are being made 
with respect to double indemnity cov- 
erage. 


Cuts Interest Rate to 4.75 


Farm Bureau Life of Ohio is reducing 
the interest rate charged on all policy 
loans to 4.75% payable in advance, ef- 
fective June 1. The new rate will apply 
to existing loans at the next anniversary 
date following June 1. All policies issued 
before September, 1939, provide for loan 
interest at the rate of 6% in advance 
and subsequent contracts provide for an 
effective rate of 5% except in New York 
state where the rate is 4.8%. 














Continental Life, Toronto, announces 
that its settlement options have been 
revised to a 244% interest basis. 


_ AGENCY NEWS 








Honor O. P. Schnabel 

SAN ANTONIO, TEX. — President 
Julian Price of Jefferson Standard Life 
and numerous friends and associates 
paid tribute to O. P. Schnabel, San An- 


tonio manager, at a special gathering 
here in honor of Mr. Schnabel’s 25th 
service anniversary attended by Miss 


home office agency secre- 
tary and President W. T. O’Donohue 
of Reserve Loan Life, Dallas; A. V. 
Mozingo, vice-president and agency su- 
pervisor Franklin Life, and H. Thad 
Childre, Dallas general agent Occidental 
Life of California. 

R. M. White, Dallas manager, said 
Mr. Schnabel was a master showman. 
Leo Douglas, El Paso manager, pre- 
sented a tray to Mr. Schnabel from the 
Texas agency managers. 

Miss Taylor presented Mr. Schnabel 
with a diamond set service pin. 
Meados, who led in applications in the 
agency’s special anniversary drive, pre- 


Mary Taylor, 


sented a scroll to Miss Taylor, with a 
rose representing each of the 112 appli- 
cations. 





Starr Speaks at Cincinnati 


E. A. Starr, supervisor of employes’ 
insurance plans for Connecticut Mutual 
Life, spoke on “Pension Trusts” at a 
meeting of representatives of the William 
T. Earls general agency of the com- 
pany, Cincinnati. Representatives of the 
agency in southern Ohio and northern 
Kentucky attended. 





Cardwell in New Quarters 


L. R. Cardwell, general agent of Alli- 
ance Life in Rockford, IIl., is taking 
more spacious quarters in the Talbott 
building. This agency in its first full 
year of operation has rapidly climbed to 
leading rank as one of the outstanding 
agencies of Alliance Life countrywide. 

Mr. Cardwell was host at a dinner 
celebrating the agency’s record, par- 
ticularly the March total. A one-day 
agency round-up also was held. Agency 
Director B. T. Kamins and J. E. Hun- 
singer, medical director, attended from 
the home office. 





Allen R. Kopp, formerly of Johnson 
Creek, Wis., has been appointed district 
agent of Franklin Life in Watertown, 
Wis. 

The Newark agency of New England 
Mutual Life, C. Vernon Bowes, general 
agent, made a 290% gain in paid busi- 
ness in the first quarter over the same 
period last year. 


MANAGERS 


Johnson Reelected 
Detroit President 


DETROIT—A. P. Johnson, manager 
Great-West, was reelected president of 
the Associated Life General Agents & 
Managers of Detroit. E. W. Albachten, 
general agent Pacific Mutual, was 
named vice-president. R. H. Wertz, 
manager Reliance Life, becomes secre- 
tary, a newly created office formerly 
combined with that of counsel, and A. 
D. Sutherland, general agent Home Life, 
is treasurer. 

. B. Ames, general agent Lincoln 
National, and E. P. Balkema, manager 
Northwestern National, were reelected 
to the board and E. A. Tomlinson, 
group manager Metropolitan, and W. M. 
Milligan, manager Manufacturers, are 
new members. H. B. Thompson con- 
tinues as counsel of the association. 
Views New York Vetoes 

Governor Dewey of New York vetoed 
the Guertin act and another 
sought by life interests, explaining that 
he did not know what they were all 
about, Mr. Thompson pointed out. Such 
a thing could hardly happen in Michi- 
gan, he declared, since Michigan of- 
ficials and legislators have been kept 
informed of life insurance affairs af- 
fecting policyholders. 

Discussing the War Manpower Com- 
mission’s compromise ruling for the in- 
surance business setting a 44-hour week, 
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he said that there are indications that 
an attempt may be made to force the 
48-hour issue and asked each manager 
to inform his office of their stand on 
the matter. There has not been full com- 
pliance with this ruling, officials of the 
WMC disclosed when a life insurance 
committee held a conference with the 
government officials. President Johnson 
will appoint a committee to study the 
matter. 


Tax Situation Considered 


Some difficulty has been experienced 
with personal property taxation on of- 
fice equipment and _ furniture, Mr. 
Thompson pointed out, with tax offi- 
cials handling the matter differently for 
different offices. He asked for reports 
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Would Worry over Bills Piling Up 
Actually Delay Your Recovery? 


When an accident or 
sickness strikes...will 
your income stop and 
bills pile up? Not if 
you and your family 
are protected - 
easy, simple way. 
complete, all-in - ae 
plan...for one con- 
venient, monthly 
payment. 


ONLY $] Oo". MONTH 


Protects You and Your Family 
at time of 


Accident, Sickness, Death 
HOSPITALIZATION 
FOR SELF AND FAMILY 
RETIREMENT 


Mail the coupon below for full explanation. 


* Monthly payments are optional, from 
$5.00 to $25.00 and up, depending on 
whether large or small benefits best 
suit your needs. 


Business Men’s 


Assurance Co. 
KANSAS CITY 10, MISSOURI 





This advertisement is a reproduc- 
tion of one of a series now appear- 
ing in 
TIME, NEWSWEEK and 
The UNITED STATES NEWS. 
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from each member. He showed that W. E. White, vice-president Continen- the Rochester (N. Y.) Life Underwrit- ice Life Insurance which may be car- 


personal property of the companies is 
especially exempt from the tax because 
the premium tax is in lieu of other taxa- 
tion. 

Frank Klingbeil, manager Prudential, 
was named chairman of the Series F 
and G bond committee for the forth- 
coming drive. A 25% reduction in dues 
was voted on suggestion of the presi- 
dent and the budget committee, headed 
by E. P. Balkema, Northwestern Na- 
tional. 


Policyholders’ Rights First 


C. A. Macauley, state agent John 
Hancock and chairman of the legisla- 
tive committee, said legislative work has 
always been directed at the goal of 
fighting for the rights of the policy- 
holders rather than for the companies 
or field men. Some have urged that 
legislative matters should be handled by 
the Life Presidents Association and 
American Life Convention, but he 
pointed out that legislators would be 
likely to feel that these. bodies were 
acting more in the interests of the man- 
agement than the policyholders, so the 
field forces can do a better legislative 
job locally. 





Johnson Tells Indianapolis 
Managers of His Methods 


It is possible to find good prospec- 
tive agents in spite of the man-power 
shortage A. P. Johnson, Detroit man- 
ager of Great-West Life, told the Gen- 
eral Agents & Managers Association of 
Indianapolis. It merely requires more 
work to find them than before. 

Mr. Johnson believes in intensive 
work with individual producers rather 
than routine weekly agency meetings 
as a whole. He has special interviews 
with producers each wek, and helps 
each separately with his problems. 
Where advisable, he helps an agent in- 
terview a difficult case and tries to get 
the application, without imposing a joint 
commission basis on the agent. Five or 
six times a year staff meetings are held 
in which all participate. Production con- 
tests can be over-worked, he believes, 
and these are not arranged too fre- 
quently. After a contest a special dinner 
may be held at Mr. Johnson’s home 
or elsewhere, and prizes awarded. 

Mr. Johnson regards his men as part- 
ners in the business, and he is glad 
when any can earn more money than 
he does. The agency is producing 
about $4,000,000 of new business a year 
and there are seventeen agents. 

Mr. Johnson was introduced by James 
L. Rainey who not long ago was ap- 
pointed manager of the Great-West 
office at Indianapolis. Howard E. 
Nyhart, Connecticut General, president 
of the association, presided. A resolu- 
tion of sympathy was passed to be sent 
to the family of George Douglass, who 
had died suddenly the morning of that 
same day. 





Winterble Stresses Four 
Fundamentals in Agency 


W. F. Winterble, director of agencies 
Bankers Life of Towa, spoke to the 
Associated Life General Agents & Man- 
agers of Cincinnati on “The Essentials 
of Our Job as Agency Builders.” It is 
necessary to be able to contact the type 
of man the agency needs; to be able to 
contract him with a well prepared story; 
to be able to train the new man properly, 
and to supervise—to make him continue 
to believe and to be enthusiastic. Agency 
management, he stated, is a continuous 
job, one of the hardest and yet ‘most 
important in the business. 

He stressed thorough understanding 
of fundamentals, which he said were too 
often overlooked by men in the busi- 
ness a long time. Have sufficient pa- 
tience to be sure the new man gets 
Started right and use reasonable quotas, 

€ recommended. 

. G. Holderman, agency manager 
Equitable Society, Washington, a speak- 
er at the Cincinnati sales congress, and 


tal Assurance, were guests. E. P. Kern, 
assistant superintendent of agencies of 
Bankers Life, accompanied Mr. Winter- 
ble. 





Detroit-Windsor Gathering 


The April meeting of the Detroit and 
Windsor cashiers was held at Windsor. 
Dick Lavell, vice-president, talked of the 
purposes of the organization. Guests in- 
cluded J. F. Kennedy, president Wind- 
sor Life Managers Association, and J. V. 
Allen, president of the life underwriters 
association. At the annual meeting May 
18 each cashier will have as guest his 
agency head. 





Roberts Speaks in Los Angeles 

Roy Ray Roberts, general agent State 
Mutual Life, spoke to the Life Agency 
Cashiers Association of Los Angeles on 
services agency cashiers can render pol- 
icyholders, The cashier is the middle- 
man between the policyholder and the 
company and they are in position to 
build good will for their companies, he 
said. 


Embry Speaks in Wichita 


The Wichita General Agents & Man- 
agers’ Association heard A. M. Embry, 
Kansas City, general manager Equitable 
Society, discuss managerial problems 
and post-war conditions. A dinner meet- 
ing is planned in June with John H. 
Jamison, general agent, Northwestern 
Mutual, Chicago, as speaker. 








Johnson Columbus President 


Robert J. Johnson, Bankers Life, is 
the new president of the Columbus (O.) 
Life Managers & General Agents Asso- 
ciation, succeeding R. G. Leuzinger, 
Ohio State Life. E. C. Deckard, Aetna 
Life, is vice-president and R. K. Zim- 
mer, Penn Mutual, secretary-treasurer. 
Ben F. Hadley, Jr., Equitable of Iowa; 
Robert W. W eathers, Mutual Life, and 
William H. McGrath, Union Central, 
were elected directors. 


Cashiers Hear SS Man 


George Shreve, assistant manager So- 
cial Security Board, spoke at a dinner 
meeting of the Life Agency Cashiers 
Association of San Francisco, on social 
security and its relation to life insur- 
ance. 








Worthington Speaks at Rochester 


The successful man in life insurance 
builds a career in the business and as- 
sumes continuing responsibility for the 
proper solution of his client’s prob- 
lems, William P. Worthington, vice- 
president and superintendent of agen- 
cies of Home Life, said in a talk before 


ers Association. 

One mark of success in the field, he 
said, is the agent’s ability to increase 
year in and year out the number of peo- 
ple who believe in him and who grant 
him their respect and confidence. 





E. A. Scheidel has been elected presi- 
dent of the Peoria cashiers division to 
succeed Clarence G. Thorsan, Equitable 
Society. 








Would Increase NSL Limits 


WASHINGTON — Senator Lucas, 
Illinois, has introduced a bill to increase 
the maximum amount of National Serv- 


ried by any person in the armed forces 
by an amount equal to $5,000 for each 
child. The bill provides that no member 
of the armed services may carry at one 
time a combined amount of NSL and 
U. S. Government Life Insurance in 
excess of $10,000, increased by $5,000 for 
each child. 





Completes Fifth Training School 


Northwestern National Life has just 
completed its fifth training school for 
new agents, with about a dozen in at- 
tendance. They have been undergoing 
a two weeks intensive training in fun- 
damentals. 
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COMPLETE BROKERAGE FACILITIES 


All Life, Endowment and Annuity Plans. 
Favorable Par. and Non-par. rates. 

Standard and Sub-standard risks. 

Facilities for handling large cases. 

Civilian Foreign Travel Coverage. 
Annuities — Single Premiums up to $100,000. 
Prompt and Efficient Service. 


INSURANCE IN FORCE, 727 MILLION DOLLARS 
(Including Deferred Annuities) 


ASSETS, 241 MILLION DOLLARS 
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HEAD OFFICE: 
TORONTO, CANADA 
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COMPLETE 
FAMILY PROTECTION 


Men, women and children written from 
birth to 60 years of age 


Life—Endowment and Term 


Sickness and Accident — written sepa- 
rately or in conjunction with Life Insur- 
ance Protection 


Hospital Certificates 


PROTECT YOUR HOME—YOUR COUNTRY DE- 
PENDS ON A FIRM, DETERMINED HOME FRONT 


THE MACCABEES 


Home Office in Detroit, Michigan 











Opportunities 





for Men Who Wish to Begin Today 
to Build Their World of Tomorrow 


As a part of a forward looking post-war program, Modern Wood- 
men of America has a number of openings in each state for 
full-time District Managers—men who can produce business 
personally, supervise a given territory and appoint sub-Agents. 


Modern Woodmen will finance men with the required qualifica- 
tions—will provide an excellent territory and a tested program 
to assist you in building your future with a well-established sales 
organization. 


First year commissions and renewals are liberal. Salesmen, 
whose lines have been discontinued because of wartime condi- 
tions; those now engaged in the insurance business who welcome 
greater earning possibilities; bank employees, accountants, etc., 
can easily qualify for this work. 


In writing please give full details, education and past business 
experience, together with recent photograph. An interview will 
be arranged later. 
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FRATERNALS 


Mahoney Is Maccabees Ace 


J. T. Mahoney of Kentucky led all the 
field workers of Maccabees in personal 
production for March, with $125,000 of 
paid for business. He has been at, or 
near, the top of the list each month for 
the last year and led all others during 
1943. He is at the head of the list for 
three months of 1944, with a total of 
$325,500. 

Kentucky finished in first place for 
1943 on the basis of net increase of in- 
surance in force, with $2,329,375. The 
state was fourth in total insurance writ- 
Ten. 

During March the total production of 
Maccabees was $4,033,749, which was 
the best month since 1941. 

J. B. Baker, supreme commander of 
Maccabees, was guest at a dinner given 
by Maccabees of. Lexington, Ky. 








Modern Woodmen Volume Gains 


An 11% increase in total new adult 
and junior business was experienced by 
Modern Woodmen in March over the 
same month last year. New junior busi- 
ness (term) was up 30% and new adult, 
which includes permanent junior forms, 
increased 5%. In the first quarter new 
adult and junior business gained 15% 
over the first three months of 1944. 





Cal. Calls for Information 


All fraternals operating in California 
have been notified by Commissioner 
Garrison to furnish the department a 
list of all subordinate branches in the 
state, showing the designation or name 
of branch, address of local office or head- 
quarters and names, titles and _ local 
addresses of officers. They are required 
to keep the department currently ad- 
vised of all changes in the requested 
information. 


Benz Speaks in St. Paul 


ST. PAUL—Alex O. Benz, past presi- 
dent of the National Fraternal Congress 
and president of Aid Association for 
Lutherans, addressed a luncheon meet- 
ing of the Twin City Fraternal Life Un- 
derwriters Association. 

In order to make it easier for agents 
to secure the services of well qualified 
examiners, Modern Woodmen has _in- 
creased the fee for adult medical ex- 
aminations to $5 and on junior applica- 
tions to $3. 

Seandinavian-American 
Eau Claire, Wis., observed its 
anniversar yy. 


IN U. 5. WAR SERVICE 


W. A. Post, supervisor 
cut General in Detroit and president of 
the Detroit Association of Life Under- 
writers, has been commissioned a lieu- 
tenant (j.g.) in the navy. 

Clyde Phillips, Mutual Benefit Life, 





Fraternity of 
50th 











of Connecti- 


Jackson, Mich., secretary of the Jackson 
Association of Life Underwriters, has 
joined the army and is stationed at Fort 
Blanding, Fla. 

Kimbrough Dunlap, Prudential, Nash- 
ville, has been commissioned a lieuten- 
ant (j. g.) in the Navy. He is succeeded 
as caclelent of the Nashville Associa- 


tion of Life Underwriters by Vice- 
president Charles Creagh, Metropolitan 
Life. 


George Griscom, supervisor of the Gil- 
lis agency of Provident Mutual Life 
in Newark, who is leaving to enter serv- 
ice, was tendered a farewell luncheon 
by the agency. E. A. Farrington, assist- 
ant manager of agencies, and W. E. 
Creery of the home office underwriting 
department, attended. 


The Aetna Life companies have pub- 


xan 


lished a roll of honor containing the © 


names of 2,410 agents and employes 
who are now in military service. 

Of the 2,075 reporting their rank, 47% 
are commissioned officers and 25% hold 
non-commissioned or petty officer rat- 
ings. 

Of those listed, 361 worked at the 
home office, 999 were company em- 
ployes in the field, and 1,050 were asso- 


ciated with agencies representing Aetna | 


companies. 


The booklet lists eight men as having | 


died in the service, two as being missing 


in action, and seven as being prisoners | 


of war. 





Dayton Co. Buys a Quemenil 


The Dayton Company of Minneapolis 
has purchased a group permanent in- 
surance plan from Bankers Life of Iowa, 
Completion of the transaction had to 
await approval of the group permanent 
plan in Minnesota. After considerable 
negotiations, the Minnesota department 
gave such approval just recently 
certain minor modifications. 





The “Pictograph’s” visual sales aids 
gets the A. & H. apps, $3.00. The A. & H. 
Bulletins, 420 E. 4th St., Cincinnati 2, Ohio. 
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Sales Ideas and Suggestions 





Chicago Congress Provides 





Worthwhile Ideas 


H. A. Hedges, president National As- 
sociation of Life Underwriters, and 
Branch Rickey, president Brooklyn 
Dodgers, easily dominated the Chicago 
sales congress, although there were 
other excellent talks. Both are dynamic 
speakers who enact the scenes and 
stories they are describing, perspire and 
pummel their hearers almost physically 
until there is none left of a mind to go to 
sleep. Mr. Hedges, after giving some 
highlights of National association activi- 
ties—the prepared address-he is giving 
before many local associations on a long 
tour—slipped back into one of the fine 
“how to do it” talks that helped to earn 
him the national presidency. 


Hedges Renders Report 


Mr, Hedges reported national mem- 
bership is at an all-time high, and fi- 
nances in splendid shape, without about 
$86,000 in bank and annual income about 
$150,000. He stressed officers do not 
look upon the organization as a bargain- 
ing agency but that members are better 
life agents because of belonging to it 
and enjoying its cooperative advantages. 
He said in regard to the Wagner-Mur- 
ray-Dingell bill in Congress to extend 
social security that there might come a 
time when the public mind would be re- 
ceptive to such a paternalistic measure, 
and that is why the National association 
is carrying correct information on the bill 
and its effects to the agents so they may 
inform their policyholders. In that way 
the public will be able to make an in- 
telligent decision on the bill. He touched 
on the agents compensation study and 
said the association believes the answer 
is not one of mere mathematics, but a 
more modern and realistic commission 
plan coupled with an improved method 
of distribution of life insurance. 


Outlines Sales Methods 


Mr. Hedges also told some of the 
methods which have brought success to 
the agents in his own general agency 
of Equitable Life of Iowa in Kansas 
City. Never has money been so cheap 
nor brains so valuable, he said, That is 
why key-man insurance is so urgently 
needed. Partnership insurance is equally 
needed, for without it the business that 
has been so hard to build and conduct as 
a joint venture, at the death of one part- 
ner is not only crippled in its manage- 
ment but under the law must be liqui- 
dated unless the surviving partner can 
reach some agreement with the heirs of 
his dead partner. 

He said to the agents who may have 

thought they should get into some work 
a little closer to the war effort that the 
government has said life insurance is do- 
ing an outstanding job in the war effort. 
He urged holding the head high and do- 
ing as good a job as possible. 
_ Branch Rickey talked little about life 
Insurance, except to say he was opposed 
to federal control of insurance, but he 
produced some very sound philosophy 
helpful to life men. Both he and Mr. 
Hedges are veterans of the rostrum. 

Robert R. Reno, Equitable Society, 
general congress chairman, presided in 
the morning after President Louis Behr, 
Equitable Society, had started things 
rolling, 


Conclude Brief Preliminaries 


The navy pier band led off with Jim 
aly, former arranger for Tommy Dor- 
sey’s band, conducting, The new [Illinois 
association officers were introduced by 
W. B. Buckley, Metropolitan, Mt. Ver- 
hon, retiring: president. A citation was 
Presented the Chicago association by R. 


P. Sherer, state chairman of the Treas- 
ury’s war finance committee. George 
Huth, Provident Mutual, war bond 
chairman, presented a gift from the asso- 
ciation to N. B. Collins, retiring state 
chairman of the Treasury’s war bond 
sales. 

Corinne V. Loomis, associate general 
agent John Hancock, Boston, said in a 
talk on “Consistency Wins,” that a good 
test is to ask oneself each night if he is 
satisfied with the job done that day. She 
called for hands of all who had 10 in- 
terviews in the week, and comparatively 
few responded. Yet she said a man can- 
not stay long in the business unless he 
has at least 10 interviews a week. She 
tried the same test with the same re- 
sults in regard to 10 new prospects in 
the last week and urged getting a mini- 
mum of two new prospects a day. 

Procrastination is the life agents’ 
greatest enemy. An impending event in 
the prospect’s life can be used by the 
agent to motivate the sale. There is a 
most important sales technique which is 
purely physical. To avoid the sale the 
prospect must say no. It is illustrated 
by the common method of handing the 
pen to the prospect. The only way to 
succeed is by studying and testing in the 
presence of the prospect. Most agents 
either lack the consistency to make their 
plans work or the courage to carry 
them on. 


Forum of Successful Agents 


There followed a forum of five short 


talks by Chicago agents on “Tested 
Methods of Attack.” 
The large case is cake, while the 


smaller case is bread and butter for the 
life agent, his client and family, A. W. 
Trebilcock, agency director of New 
York Life in Chicago, declared. He has 
been a member of the $200,000 club for 
20 years and in 10 years up to 1942 had 
sold insurance on 1,476 lives, an annual 
average of 147. He had a minimum of 
10 interviews weekly. 

All agents like to write large cases 
but the rent and groceries are paid 
mainly by the cases from $2,000 to $10,- 
000. These insure the mortgage, edu- 
cate the children, provide an additional 
$50 at retirement in conjunction with so- 
cial security and provide a cleanup fund. 

Some agents close one case for each 
two actual interviews, Mr. Trebilcock 
said, but 75% of their cases are closed 
on first interview. In order to do this 
more often than one day in each two 
working days’ qualification of prospects 
becomes tremendously important. Facts 
concerning prospects must be carefully 
verified, the prospect classified, usually 
under two headings: 1. Package sales, 
selling an apparent need; 2. simple pro- 
grams, motivating a man from the in- 
surance he has to the insurance he ac- 
tually needs. If the prospect has been so 
qualified the approach is comparatively 
easy. With the prospect actually inter- 
ested in his own problems, presentation 
of the solution should not take long. 

“Motivating our prospects from an 
apathetical position to one of desire for 
solution of his problem may be the most 
important step of the sale,” Mr. Trebil- 
cock said. 


Cites Policy in Action 


He told of a contractor who died leav- 
ing a widow, five children and much 
mortgaged real estate, who had $12,000 
life insurance. The real estate was saved 
by cash proceeds of the policies, Three 
children finished college and two are 
under-college graduates. The mother at 


83 is retired in California, and because 
life insurance saved the estate has lived 
well, paid her bills, provided her family 
all the necessities and some luxuries. 
She still has an adequate income. 

“Most of us have seen life insurance 
in aetion,” Mr, Trebilcock concluded, 
“but this case is especially interesting to 
me as this contractor was my father.” 

: Carmen, assistant manager of 
Prudential and in the industrial life end 
for only 15 months after selling vacuum 
cleaners, said he had had close experi- 
ence with the lack of insurance. In ad- 
dition to debit he produces at the rate 
of about $200,000 ordinary annually. His 
father died with a small policy that did 
not even cover all the illness and burial 
costs. A brother-in-law died leaving a 
$1,000 policy as his entire estate. He 
said the life insurance institution is as 
the Red Cross to humankind. It pre- 
vents and alleviates suffering. It does 
good. Mr. Carmen is convinced that if 
some life agent had taken the time to 
make his relatives understand life insur- 
ance they would have bought more pro- 
tection for their families. He asked if 
life agents should not be willing to study 
as hard and work as long as other pro- 
fessional men. 


Whitney Gives Three Rules 


A Chicago “millionaire,” Russell C. 
Whitney of Connecticut Mutual, stressed 
three simple rules: (1) Be well armed 
with an educated mind and a sincere and 
honest heart; (2) render professional 
life insurance service only and do not 
compromise with the temptation to be- 
come mere order-takers or indulge in 
package selling; (3) follow through, 
which means bridging the gap between 
the present and future. 

Harold Baird, assistant manager of 
Metropolitan at Bunker Hill, Ill., said 
the first requisite is a sound knowledge 
of what the agent has to sell; then an 
organized sales plan and doing some- 
thing about it. Thorough knowledge of 
the policies permits thinking in terms of 
what the prospect needs. If the agent 
fails to keep up with changing condi- 
tions he falls behind with his prospects 
as well. 

In a rural community, Mr. Baird has 
his work well organized, and is prepared 
to talk with all new families in the 
debit as he goes along, to be informed 
and to capitalize on news of any family 
changes. A good debit man, he said, 
always is preparing for future sales. 
When he steps into the presence of the 
prospect he must have his tools all ready 
to go to work, charts prepared, etc. He 
tries to encourage policyholders to ask 
questions about their insurance. The 
agent must not be in too great a hurry 
to leave. 


Ostheimer Gives Suggestions 


A. J. Ostheimer, 3rd, Northwestern 
Mutual, Philadelphia, chairman Million 
Dollar Round Table, said if an agent 
gets to be good and everything is click- 
ing he should specialize, but only so long 
as nothing else shows up that it would 
be better for him to specialize on. He 
said it is not possible successfully to 
copy another man’s work methods. The 
best thing is to digest ideas and apply 
them to one’s own way of operating. He 
said the agent manufactures his product 
of three raw materials: (1) Series of pol- 
icy contracts; (2) knowledge; (3) per- 
sonal character. Time is another im- 
portant factor. 

Agents are trustees for a lot of people, 
he said. they are careless, clients 
will catch on. They also are responsi- 
ble to their families. Agents who fail 
to manage their own “assembly line” are 
in trouble. Some have a lack of sense of 
proportion; spend hours preparing a 
mass of material on small cases. Some 
make money but never save any. They 
might be better off to make less and 
save more. Mr. Ostheimer noted that 


the Million 
Round Table last year paid their $10 
dues with checks that bounced. The 


two members of Dollar 


successful man understands his own 
business, operates it without loss of time. 

Most of the Round Table people have 
qualified on regular and not pension 
trust business, Mr. Ostheimer said. Each 
agent must create and employ his own 
personality, build up his own little busi- 
ness, reinforce weak spots in his struc- 
ture, improve his knowledge by study 
and his use of time. He must realize he 
is the operator of a business enterprise. 


Tells of Round Table People 


There is great diversity in types 
among Round Table members, he said, 
but all have one factor in common—a 
particular combination of circumstances 
has brought about their records. Only 
a few just exceeded the minimum re- 
quirement. It is common, he said, to re- 
ceive applications noting two to five 
millions of paid production for the 1944 
Round Table. There are two new mem- 
bers from Honolulu, Quan Lun Ching, 
CLU, a Prudential agent, with over 200 
lives paid in that company in 1943 for 
over a million, and no pension trusts; 
a new Dallas member with 150 lives for 
$1,100,000; a Louisville member with 
over 200 lives for more than $1,250,000; 
a new Columbus member with over 350 
lives for exceeding $1,500,000; a Sioux 
Falls, S. D., member, over 200 lives to 
gain life and qualifying membership this 
year; a new member in Lake Charles, 
La., with over 400 lives and well over 
a million. 

Proper mental attitude is very im- 
portant for the agent, Harry R. Schultz, 
“millionaire” of the Vermillion agency 
of Mutual of N. Y., declared. He may 
be working on several sizable cases and 
a number of smaller ones, and be thrown 
off balance temporarily by a set-back, 
such as failure of a promised check to 
arrive, or a declaration of a prospect 
who was nearly closed that he had de- 
cided to let his program go until after 
the war; or the prospect’s last-minute 
statement that he thought the plan was 
“swell” but he had a relative in the busi- 
ness or was indebted to some life man to 
whom he had to give the application. 
The first reaction, Mr. Schultz said, is 
to feel that the treatment is unfair. Mr. 
Schultz said it’s selfish to be unselfish, 
and half a loaf is better than none. AI- 
though much work may have been done 
on such a case which must be shared 
with some other person who has done 
no work on it at all, in the long run it 
pays to be philosophical, he said. Ac- 
ceptance of a proposal to split such a 
case may permit continuing the endless 
chain of prospecting and pay dividends 
in the long run. 


ASSOCIATIONS 











Broaddus Elected 


Illinois President 


L. S. Broaddus, Guardian Life, Chi- 
cago, was elected president of the IIli- 
nois Association of Life Underwriters 
at the annual meeting held in Chicago 
in conjunction with the annual Chicago 
Sales Congress. Thomas A. Lauer, 
Northwestern Mutual, Joliet, Ill, was 
elected first vice-president; K. E. Wil- 
liamson, co-general agent Massachusetts 
Mutual, Peoria, second vice-president, 
and J. H. Brennan, Fidelity Mutual, Chi- 
cago, secretary-treasurer. A. E. Mc- 
Keough, Occidental, Cal. continues as 
national committeeman, serving a three- 
year term. 

P. B. Hobbs, agency manager Equit- 
able Society, Chicago, was unanimously 
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endorsed for secretary of the National 
Association of Life Underwriters. Re- 
cently he also was endorsed for the 
post by the Chicago association. 

A proposition for a quarter-million- 
round-table in Illinois was presented by 
President-elect Broaddus. It was sec- 
onded by J. D. Moynahan, Metropolitan, 
and was adopted. Organization was left 
to the directors and plans will be an- 
nounced later. 


President Buckley Reports 


W. B. Buckley, president, in his 
annual report said the membership has 


been growing steadily in Illinois. The 
national objective is 20% increase. He 


recommended appointment of commit- 
tees to study agents compensation and 
social security. It has not been pos- 
sible to organize new local organizations 
in Illinois, but it is hoped to organize 
in Cairo, Mattoon, Alton, and Chicago 
Heights. 

The state meeting was sparsely at- 
tended—only about two dozen. K. E. 
Williamson, treasurer, Massachusetts 
Mutual, Peoria, reported. J. H. Bren- 
nan, Fidelity Mutual, membership chair- 
man, reported decrease from 2,710 to 
2,308 members, but expects last year’s 
paid total to be exceeded by June 30. 

J. L. Taylor, Mutual of N. Y., Spring- 
field, legislative chairman, reported. J. 
D. Moynahan, Metropolitan, Chicago, 
educational chairman, reported on activi- 
ties through local committees and Miss 
Margaret Becker, executive secretary, 
reported. L. O. Schriver, Aetna Life, 
Peoria, war bonds chairman, suffered a 
setback and was unable to attend. He 
has been convalescing from an opera- 
tion several months ago. C. T. Ward- 
well, Connecticut Mutual, Peoria, chair- 
man in the local officers school, reported 
on the one-day school held at Peoria. 
Miss Becker was praised for her work. 
F. P. Beiriger, Rockford, was nominat- 
ing chairman. 


Parkinson Is Greeted 


N. P. Parkinson, acting insurance di- 


rector of Illinois, was a guest at the 
annual state dinner and was roundly 
greeted. He spoke briefly, stating while 
he was not the full director he felt it 
was necessary to maintain public con- 
fidence in insurance. The department’s 
program will be one of orderly con- 
fidence in the insurance business. Robert 
R. Reno, Jr., Equitable Society, said he 
and all the life men hoped the word 
“acting” in Mr. Parkinson’s title would 
soon be deleted. John P. Carmichael, 
sports editor Chicago “Daily News,” 
gave a talk. 


Moss Is Rostentell 
Kentucky President 


LOUISVILLE—W. Ray Moss, Con- 
necticut Mutual, Louisville, was re- 
elected president of the Kentucky Asso- 
ciation of Life Underwriters at a joint 
meeting here with the Louisville asso- 
ciation. A. L. Hallenberg, Jr., and Cecil 
Draffen, Midland Mutual, Paducah, and 
Ben E. Pratt, Lexington, were elected 
vice-presidents, and William L. Laus- 
man, Louisville, secretary - treasurer. 
Morgan O. Woodward, Prudential, 
Louisville, will continue as national 
committeeman. 


Hunt Views Future 


Predicting that there will be no pro- 
longed liquidation or unemployment 
period after the war, Dr. Bishop C. 
Hunt, John Hancock Mutual Life econ- 
omist, said there is a sound basis for 
temperate optimism. The war may be 
regarded as a great pioneering episode 
in economic development. New pro- 
duction methods are being created and 
decades of scientific and technological 
advance are being telescoped into a few 
years. Not only is industrial equipment 
being enlarged and modernized, but men 
are being trained in the armed forces 
and industry. The recent development 
of cheap and prefabricated housing may 
well sustain a period of vigorous pros- 
perity for 20 or 30 years. An expendi- 


ture of $6,000,000,000 a year for housing 
for five years he held was in sight. 


Harper Speaks to Nebraska 
Panhandle Association 
Life insurance is playing a more im- 


portant role in winning the war than 
most people realize, George A. Harper, 


assistant superintendent of agencies 
Bankers Life of Iowa, told the Ne- 
braska Panhandle Life Underwriters’ 


Association at a meeting in Alliance. 
Soldiers are more willing to fight away 
from home if they know their families 
are secure, and the surplus funds being 
invested in life insurance help keep in- 
flation down, he pointed out. 

In demonstrating the need for in- 
creasing one’s holdings of life insurance, 
Mr. Harper said that $1,000 will buy a 
15-cent breakfast, a 25-cent lunch, and 
a 30-cent dinner for three years and 
333 days. Too many times agents have 
a tendency to ask a man to save only 
15 cents a day to buy a $1,000 policy, 
when that man will perhaps spend that 
same day several thousand dollars for 
equipment for his business. 

R. P. Koehn, agency director New 
York Life, Omaha, spoke on the value 
of association membership. 

Ivan F. Childs, division supervisor 
Bankers Life of Des Moines at Scotts- 
bluff, introduced Mr. Harper. 


Form Conn. Leaders’ Round Table 


HARTFORD — Following the sales 
congress here of the Connecticut Asso- 
ciation of Life Underwriters, a Life Un- 
derwriters Leaders Round Table of 
Connecticut, made up of the 30 leading 
field men in the state on the basis of 
volume of business sold and clients 
served, was organized under the leader- 
ship of Robert C. Gilmore, Jr., state as- 
sociation president. 

Sherwood S. Eberth, Travelers, New 
Haven, was elected chairman; Frank L. 
Crowell, Mutual Benefit, Norwich, vice- 
chairman; Glenn S. Allison, Penn Mu- 
tual, Bridgeport, secretary-treasurer. 
Serving with these three on the execu- 
tive committee are Francis T. Fenn, Jr., 
Connecticut Mutual, Hartford, and Er- 
rei L. McCutcheon, Aetna Life, Hart- 
ord. 


Cleveland—A. L. Dern, vice-president 
and director of agencies of Lincoln Na- 
tional Life, addressed a dinner meeting 
of the Executives’ Club of the Cleveland 
association. 

Minneapolis—At the last meeting of 
the season Thursday the past presidents 
of the association were in charge. Prewitt 
B. Turner, general agent of Home Life in 
Kansas City, spoke. 

Wichita, Kan.—Theo. M. Green, Massa- 
chusetts Mutual million dollar producer 
in Oklahoma City, spoke on “Acres of 
Prospects.” The nominating committee 
will report May 12, with the election set 
for June, when John H. Jamison, North- 
western Mutual general agent, Chicago, 
will speak. 

Topeka, Kan.—Dale Carmean, outstand- 
ing producer of Connecticut Mutual Life, 
told how he does it. The meeting was 
one of the best attended of the year. 


Pittsburg, Kan.—The meeting May 5 
will celebrate the birthday of President 
Ernest C. Miller, United Benefit Life. 
Officers are to be elected soon. P. J. 
Akins, Mutual Life, secretary for seven 
years, has asked to be relieved. 


Lansing, Mich.—A committee headed 
by Lester Peters, Metropolitan Life, has 
been named to cooperate with the Com- 
mittee for Economic Development in 
post-war planning. Estimates of the 
probable employment in life insurance in 
this area will be prepared for the com- 
mittee. 

Milwaukee—How life insurance com- 
panies handle their investments was ex- 
plained by Philip Robinson, director of 
municipal bond research at the home 
office of Northwestern Mutual Life.” 

Northern New Jersey — Life insurance 
sales language needs a housecleaning, 
Hubert E. Davis, production manager of 
the C. B. Knight agency of Union Cen- 
tral Life in New York City, said in his 
talk on “The Language of Selling.” 

Too many agents use dead words 
which put their prospect to sleep, he 
said. There is a large selection of words 








which can be used in selling life insur- 
ance. He does not approve of “thank 
you” or “protection.” If they are to be 
used, he said, use them sparingly. 

It was announced that the membership 
is now 252. 

Dayton, 0.—I. T. F. Ring, vice-presi- 
dent and general counsel of State Mu- 
tual Life, discussed settlement options 
as affected by recent decisions of the 
treasury department relative to income 
taxes, social security, etc., Thursday. Mr, 
Ring gave concrete examples of cases 
that have come to his attention. 

Jacksonville, Ill—M. T. Melham, 
trict manager of John Hancock at 
Springfield, spoke on “Life Insurance 
Prospecting During War Time.” W. F, 
Kenney, vice-president, presided. A 100% 
membership award was made to John 
Hancock. 


Portland, Ore.—Agents must be pre- 
pared to do a better job than they did 
after the last war in helping to keep Na- 
tional Service Life contracts in force, 
H. E. North, vice-president Metropolitan 








dis- 





Life, San Francisco, declared at the 
sales congress. With the continuance of 
heavy taxes, more insurance will be 


written after the war, he predicted. 

Four panel sessions were conducted by 
Charles W. Kay, Jr., assistant manager 
Metropolitan Life, big market group; R. 
Elmo Shannahan, manager Connecticut 
Mutual, simplified programming; Lynn 
P. Sabin, manager Oregon Mutual Life, 
business insurance, and Jack Barry, 
manager Occidental Life, changing mar- 
kets. 

Syracuse—A ‘Ladies Day” meeting was 
conducted, with women members han- 
dling all arrangements. Miss Erma 
Burch, Connecticut Mutual, was general 
chairman. Miss Ellen M. Putnam, Na- 
tional Life of Vermont, Rochester, N. Y., 
spoke on “The Long View Ahead.” 

Oklahoma City — Lyle Funnell, edu- 
cational assistant from the home office 
of Mutual Life, spoke on “Fundamentals 
of Success in Selling Life Insurance.” 
As more life insurance is being sold 
today than ever before, to meet this situ- 
ation the salesman must know his busi- 
ness, have a planned system of working 
and have a good selling story, he said, 

“There is a way to sell insurance— 
and there is a way not to sell it—and 
I believe these three basic things provide 
the answer.” 

Indianapolis — Three Indiana dele- 
gates to the midyear meeting of the Na- 
tional association addressed the associa- 
tion, E. A. Crane, trustee of the National 
association; Eber M. Spence, national 
committeeman of the Indianapolis asso- 
ciation, and Howard E. Nyhart, national 
committeeman of the Indiana association. 

West Virginia—Lawrence E. Huffman, 
Aetna Life, Charleston, is assuming the 
presidency, as Harold Clonch, Metropoli- 
tan Life, Bluefield, is entering the navy. 
Mr. Huffman has been first vice-presi- 
dent. 

Peoria — Margaret Becker, executive 
secretary, and Lester O. Schriver, Aetna 
Life, gave a report of the Buffalo N.A.L.U. 
meeting. An outline of the payroll sav- 
ings plan was read by Rupert L. Mills, 
chairman of the Peoria committee, and 
Warner Schlieman, representative of the 
war finance committee of Illinois. 

Columbus, 0.—Leonard L. Lenz, gen- 
eral agent of Connecticut Mutual, was 
elected president by the trustees. Harry 
P. Geyer, Western & Southern, is vice- 
president; Ely D. Miller, Provident Mu- 
tual, reelected secretary, and Herbert L. 
Andrew, Equitable Society, treasurer. 
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Fifty-third Year of Service to the 
People of New England. 

A Company of High Character 
and Standing. 
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JAY R. BENTON, President 
6 














Home Office, BOSTON, MASS. 

















GU 






































nank 
Oo be 
‘ship *& *& " 
“4 
—_ a 
Mu tae 
tions 9 - He 
“=| ff, How GUARDIAN’S Unique © 
fe FF TO A 
dis- | 
| HOME OFFICE 7 
= eh GOOD START! 
oe PENSION PLANNING 
» Na- 
he Prudential Juve- 
d by ° “54 
ve : | nile policies have 
Te works! P 
pe enabled parents 
Life ; ° ° 
— sk se to start their children on 
was 3 | a life insurance program 
cor: with the advantage of a low- 
_Na- ‘ P 
om age rate. The Prudential 
edu fe 
ntalg HE Guardian's special department offers: 
situ- in the Home Office, devoted exclu- 
busi . 
— sively to pension plans, provides— e Up to $5,000 in most states 
~ann 
ovide 
THE UND RIT — ° : 
ie ae e A variety of policy forms 
ool Complete Home Office Assistance in the 
— reparation of pension trust cases. . . 
— ~~ is : . © A Waiver of Premium 
man This includes an effective procedure Disability Benefit auto- 
poli- for securing preliminary data, analy- . . 
navy. | sto matically becoming ef- 
Bie sis of the problem, building of par- : ; 
natin aa | fective when the child 
vet ticipation schedules, calculation of hes 15 
— costs, and preparation of individu- reaches ' 
¢ ‘the alized proposals for prospective 
= buyers. e Anoptional “payor” clause, 
{arry . ° ° 
“ae available in most instances, 
ia — eee effective if the premium- 
as Unique flexibility in building pension paying parent dies or be- 
plans to meet the cae business re- comes dis abled. 
quirements of each individual prospect. 
INSURANCE COMPANY OF AMERICA ecmeey = Zc PRUDENTIAL 
mmm §=—«"SURANCE COMPANY OF AMERICA 
NEW YORK CITY : HOME OPRICE NEWARK. NEW JERSEY 
sal A Mutual Company Established 1860 
GUARDIAN OF AMERICAN FAMILIES FOR 84 YEARS 








XUM 














<« This man covers this territory => 


for The Diamond Life Bulletins. 
He is a good man in good terri- 
tory. If you are now a subscrib- 
er to D. L. B., he will help you 


F. W. Bland, Resident Manager, 
507 Flatiron Bldg., 
544 Market St., San Francisco, Calif. 


Born Feb. 2, 1895, Hamilton, Ohio. 
Attended Univ. of Cincinnati. With 
N. . over 25 years. Army Service 
Field Artillery Officers Tr. School, 
Camp Zachary Taylor, Louisville, Ky. 
1 year in Life Insurance, Continental 
American, Cincinnati, Ohio. Married 
—2 sons, 1 daughter. Home, Millbrae, 
California. 


get the most use from your 
Service; if you aren't a subscrib- 
er — let him show you why you 
should be. 


All of these gentlemen have been subscribers 
for from 5 to 25 years. Thank you, gentlemen. 


Angwin, H. B.......San Francisco, Calif. 
Baggett, R. A......... Natl. Life—Seattle 
Baldwin, G. C......N.W. Mut.—Gr. Falls 
Baldwin, W. L..Sec. Life & Acc.—Denver 
Bankers Life Co Billings, Mont. 
Bankers Life Co Denver, Colo. 
Bankers Life Co........... El Paso, Texas 
Bankers Life Co Los Angeles 
Bankers Life Co Portland, Ore. 
Bankers Life Co San Francisco 
Bartlett, H. D Aetna—Fresno, Calif. 
Bates, 13; Bi.65..00: N. Y. Life—S. F., Cal. 
Bates, Lawrence...... Mut. Ben.—Seattle 
Bechtel, C. E......Mut., N. Y.—Salt Lake 
Becker, F. C Gr.-West Life—Seattle 
Bell, C. E.......N. W. Life—Los Angeles 
Equit. of Ia.—Seattle 
Beneficial Life Salt Lake City 
Berlin, R. I.....Equit. of N. Y.—Spokane 
Binder, T. J Equit. of Ia.—Portland 
Brock, W. H. Jr.. Un. Centrak—S. F., Cal. 
Brugman, W. E..John Hancock—Portland 
Caldwell, Max Home Life—Denver 
Cal. Agcys.......Cont. Assur—L. A., Cal. 
Cameron, Allen Benef. Life—Phoenix 
Cameron, Lee 
Capitol Life Denver, Colo. 
Carlson, J. A...N.W. Mut.—Oakland, Cal. 
W. Coast Life—Seattle 
Acacia Mut.—San Diego 
Clasen, H. O......John Hancock—Seattle 
Cleeton, C. E.....Occid. Life—L. A., Cal. 
United Ben.—Portland 
Conn. General Los Angeles, Cal. 
Conn. General San Francisco, Cal. 
Cooper, R. B.... Northern Life—Sac., Cal. 
Cosgrove & Co San Francisco, Cal. 
Cowles, J. H.....Prov. Mut.—L. A., Cal. 
Crowder, W. A...Bankers, Ia.—Salt Lake 
Cunningham, I. C Occid.—L. A., Cal. 
Curry, F. J Penn Mut.—S. F., Cal. 
Davy & Davy Home Life—Salt Lake 
Day, W. H....N. Y. Life—Pasadena, Cal. 
DeVries, C. L Occid.—L. A., Cal. 
Dewar, A. A.. Equitable N. Y.—L. A., Cal 
Downie, B. M.......N. Y. Life—Portland 
Drake, H. P...Equitable N. Y.—Portland 
Edwards, J. S Aetna—Denver, Colo. 
Englehart, Phil.....Mass. Mut.—Portland 
Erwin, C. P Penn Mut.—Portland 
Finger, R. H...Sun Lf. Assr.—L. A., Cal. 


Flynn, Frank & Co Hollywood, Cal. 
Ford, E. H.......Mut. Life N. Y.—Ogden 
Fuller, M. H.....Ohio State—L. A., Cal. 
Garretson, H. J... Fidel. Mut.—L. A., Cal. 
Gillis, A. J Pac. Mut.—Denver 
Greenwood, L. D...Ben. Life—Idaho Falls 
Grossmayer, Phil Travelers—Portland 
Guilfoyie, C..C........55 N.W.—Salt Lake 
Guterson, E. L....Cal.-W. Sts.—Sac., Cal. 
eberger, J. i'........536 N.W.—Seattle 
Hammond, W. M Aetna—L. A., Cal. 
Harrington, B. J....Metrop.—Bellingham 
Hay, G. W.....Mut. Life—San Francisco 
Hays & Bradstreet 
Nw. Eng. Mut.—L. A., Cal. 
Hemphill, A. D....Equit. N. Y.—Oakland 
Hines, J. V.....Minn. Mut.—Sacramento 
Hoghe, R. L....Equit. of Ia.—L. A., Cal. 
Hood, W. K...Mut. Life N. Y.—Portland 
Houston, J. H..Equit. N. Y.—Klamath F. 
Jackson, Maj. J. A..Sun Life—San Diego 
Janney, G. C Pac. Mut.—San Diego 
Prudential—Denver 
Joyce, F. J......Mut Life N. Y.—Phoenix 
Knutson, E. J Guar. Mut.—Portland 
Pac. Mut.—L. A., Cal. 
Laing, R. V..N. Y. Life—Tacoma, Wash. 
Lamb, A. B...New Eng. Mut.—Bev. Hills 
Laney, W. B.....State Mut. Life—Seattle 
Larson, L. F...N.W. Mut.—Portland, Ore. 
N.W. Natl.—L. A., Cal. 
Bankers Life—Seattle 
Oakland, Cal. 
Logg, F. S...N. Y. Life—Hollywood, Cal. 
Low, R. L.....Conn. Gen.—San Francisco 
Lynch, L. J....John Hancock—S. F., Cal. 
Martin, S. C Nat. of Vt.—S. F., Cal. 
Matson, J. A...N. Y. Life—Marshfield, O. 
McGuire, Jack Travelers—Pueblo 
McMillan, F. M...Penn Mut.—L. A., Cal. 
Mecklem, H....New Eng. Mut.—Port., O. 
Meredith, F. L....Interntl. Ins.——Phoenix 
Merkle, A. W...Prudential—Butte, Mont. 
Prudential—Portland 
Mut. Life—Phoenix 
Mass. Mut.—Greeley 
Aetna—Oakland, Cal. 
Moore, W. C...Equit. of N. Y.—Gr. Falls 
Mulder, J. P....Mut. Life N. Y.—Seattle 
Murphy, R. E.....Cal.-West. States—Sac. 
Murphy, W. K....N.W. Mut.—L. A., Cal. 
Murrell Bros Mut. Ben.—S. F., Cal. 
Spokane, Wash. 
Beverly Hills, Cal. 
Nelson, A. C...Mut. Life N. Y.—Oakland 


New World Life Ins....... Seattle, Wash. 
Newfield, Melville. ..Equit., Ia—Sac., Cal. 
Noble, S. A Union Central—Portland 
Northern Life Ins. Co San Diego 
Nye, H. A....Equitable of N. Y.—Denver 
O’Brien, J. M..N.W. Mut.—Tucson, Ariz. 
Occidental Life Los Angeles, Cal. 
Occidental Life Sacramento, Calif. 
Occidental Life San Francisco 
Occidental Life Seattle, Wash. 
Oregon Mutual Portland, Oregon 
Oregon Mutual Life Spokane, Wash. 
Pacific Mutual Los Angeles, Cal. 
Paschall-Gist Co...Pac. Mut.—L. A., Cal. 
Payne, W, S.....Prudential—Los Angeles 
Los Angeles 
Aetna—San Francisco 
Peek, Loyd Northern Life—Seattle 
Perkins, L. A Pac. Mut.—Seattle 
Person, H. W....Penn Mutual—Portland 
Peters, Ray S Jeff. Std.—Denver 
Peterson, Wm Prov. Mut.—Tacoma 
Pfarrer, L. W Capitol Life—Denver 
Phillips, J. J Mut. Ben.—Portland 
Phoenix Mutual Portland, Ore. 
Preston, F. W......N.W. Natl.—Gr. Falls 
Prouty, P Conn. Mut.—L. A., Cal. 
Provident Mutual Portland, Ore. 
Quigley, G. N......Prov. Mutual—Denver 
Raab, Lloyd....Union St. Life—Portland 
Ragsdale, J. E West. Life—Glendale 
Reinhardt, J. G.....N.W. Mut.—Spokane 
Reliance Life San Francisco 
Roberts, J. E Penn Mut.—Billings 
Roberts, Roy R...State Mut.—L. A., Cal. 
Robinson, J. E N. Y. Life—Denver 
Mut. Benefit—Portland 
Rothaermel, W. M.. Pac. Mut.—L. A., Cal. 
Samuels, Isadore. New Eng. Mut.—Denver 
Sanders, Robt....B. M. Assur.—San Diego 
Saul, H. G....John Hancock—L. A., Cal. 
Equit. N. Y.—Seattle 
Schaefer, B. J..Cal.-West. St.—San Diego 
Schmoll, L. J....Metropolitan—sS. F., Cal. 
Schuppel, H. C Oregon Life—Boise 
Schwentker, F. J.....Pac. Mut.—Phoenix 
Scotland, G. A...Penn Mut.—Sacramento 
Sheldon, R. H.....Equit. Ia.—L. A., Cal. 
Shepard, W. T....Linc. Natl—L. A., Cal. 
Shewbert, Victor 
Home of N. Y.—L. A., Cal. 
N.W. Mut.—S. F., Cal. 


Pearsall, Eva 


Sill, S. W..... N. Y. Life—Salt Lake City 
Smith, H. O United Benefit—Fresno 
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Snider, P. M Aetna—Tacoma, Wash. 
Snyder, S. G N. Y. Life—San Diego 
Soper, Leon A..Phoenix Mut.—L. A., Cal. 
Sun Life, Can.—Spokane 

Sparver, E. C...New Eng. Mut.—Oakland 
Spencer, W. A. Jr....Mass. Mut.—Denver 
Spike, E. O Natl. Life—Seattle 
Standart & Main....Nat. of Vt.—Denver 
Starbuck, E. T....Prov. Mut.—S. F., Cal. 
Stoessel, W. J.....Natl. Life—L. A., Cal. 
Stone, P. D.....Mutual Benefit—Spokane 
Stull, F. G Penn Mutual—Seattle 
Stull, C. H....New Eng. Mut.—S. F., Cal. 
Sun Life of Canada Denver, Colo. 
Sun Life of Canada Sacramento, Cal. 
Sun Life of Canada Portland, Ore. 
Sun Life of Canada San Francisco 
Sun Life of Canada Seattle, Wash. 
Tandy, H. E....Occidental Life—Denver | 
Taylor, C. J Benef. Life—San Diego 
Taylor, Frank..Mut. Life N. Y.—Tacoma 
Taylor, J. L Conn. Mut.—San Diego 
Terwilliger, Hugh Los Angeles, Cal. 
Prudential—Seattle 
N.W. Mut.—Denver 
Denver, Colo. © 
Holiywood, Cal. 
Salt Lake City 

San Diego, Cal. 
Travelers Ins. San Francisco 
Travelers Ins. Seattle, Wash. 
Treat, Paul....N. Y. Life—Denver, Colo. 
Turner, C. J Occid. Life—Gr. Falls 
Union Central Los Angeles, Cal. 
Vinson, H. F. N.W. Mut.—Phoenix 
Walbridge, P. H...Oregon Mut.—Eugene 
Ward, W. E...Occid. Life.San Francisco | 
Watson, W. E.....John Hancock—Denver 
Weinstein, R Gr. Southern—E] Paso | 
Whatley, F. C. Aetna—San Francisco 
Equit. of N. Y.—Boise 

White, E. E..Franklin Life—Delta, Colo. 
White, Jack Prudential—L. A., Cal. 
Wiedemann, V. W Burlingame, Cal. 
Travelers—El Paso 

Williams, M. H. O...N.W. Mut.—Seattle 
Williamson, N. E....Conn. Mut.—Denver 
Wincote, C. B Ins. C’s’lr—Glendale 
Wollter, H. C.....Penn Mutual—Oakland 
Mass. Mut.—L. A., Cal. 

Yates & Van Stralen 

EE Mass. Mut.—S. F., Cal. 
Young, F. E........:. Western Life—Helena 


Theisen, R. L 
Travelers Ins. 
Travelers Ins. 
Travelers Ins. 
Travelers Ins. 
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